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Paul H. Dortmund, 
ACKERS HARDWARE, 


wrofe: 


We recently featured your 
FRANKLIN GLUE products in an 
exclusive window display wath very 
gratifying results. Perhaps you will 
enjoy hearing about it. 


From the attached photo you will 
note the unusual effect which we 
obtained by emphasizing the tre- 
mendous strength of FRANKLIN 
GLUE. Examples of the application 
of glue (visible in the photo) 
proved interesting to the public 
and caused considerable comment. 
Che turned bow! (glued up of many 
pieces), the glue test blocks—before 
and after testing, etc., were con- 
clusive proof of the merit of your 
product. 


‘This nine-day-period window dis- 
play was sales productive in that 
we completed seventy-five (display 
window presold) impulse sales of 
FRANKLIN GLUE. Too, even 
since we changed the display we 
are still receiving numerous calls 
for some of the FRANKLIN 
GLUE like you showed in the win- 
dow. Another interesting note is 
the fact that many customers ex- 
pressed their satisfaction with 
FRANKLIN GLUE, having used 
it previously. 

‘It is certainly a source of pride to 
recommend and sell FRANKLIN 
GLUE and to hear our customers 
repeatedly express their pleasure.” 
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THE FRANKLIN GLUE CO. —- (Lae 7, 
COLUMBUS 15, OHIO ' 
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AXIMUM PERFORMANCE: 


BRASS OR HOT DIPPED GALVANIZED 


@ |) "| oe 
CALALAL TEL 
metal fittings for plastic pipe 


MALE AND FEMALE 
ADAPTERS 





WELL SEAL ELBOW . 
A one-piece free- 

flow pattern that 

goes through the well 

seal. Threaded one 

end or serrations on 

both ends. 


@ Will not crack 


INSERT COUPLING ® Re-usable 


® individually ; 


thread protected 
eee | 





MALE AND FEMALE 
VENTURIS 7 
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NOW -ACOMPLETE Wide Choice" GRILLLINE =, 


F Biean inee? 
, GRILLS 


a ACCEPTED SELLING NAME 
@ BEAUTIFUL NEW DIFFERENT DESIGNS 
@ MANY “STAND OUT" SELLING FEATURES 


_@ SPECIAL DEEP-DRAWN CONSTRUCTION \ 
* ... RUGGED AND STURDY 


@ A COMPLETE LINE FROM ONE 
DEPENDABLE SOURCE 


@ 12 MODELS TO CHOOSE FROM 

















HE DUNCAN HINES LINE was developed 
ic keep pace with America’s very 
real demand for charcoal grills. Only 
Hemp and Company, one of America’s 
foremost designers and manufacturers 
of outdoor products, could have — 
interpreted so perfectly the needs 
and desires of the patio host. 


Not just a new grill, but a 
completely new idea in charcoal 
el 
millions of outdoor cooks. 


Order From Your Jobber Today 


t , : OR WRITE FOR LITERATURE 


BY THE MAKERS OF 


LITTLE BROWN JUGS 
& CHESTS 








HEMP AND COMPANY, TUTTLE ei 


PRODUCERS OF QUALITY METAL PRODUCTS FOR 92 YEARS 
5501 MURRAY STREET «© MACOMB, ILLINOIS 








new Getty display carton 


Here's a brand-new counter display carton that can 
help you sell more casement operators to “do-it- 
yourself” customers. Each carton contains 6 (3 left- 
hand, 3 right-hand) Getty No. 4706-H Replacement 
Operators for metal casement windows. Carton is 
attractively printed in 2 colors. Top folds back present- 


ing a selling message to the customer. 


can help you sell 


Just a few minutes ts all anyone needs to install these 
Getty metal casement operators. The new Getty Display 
Carton reminds your “do-it-yourself” customers to 
replace worn-out operators themselves—helps you make 
profitable extra sales. Each Operator comes packaged 


vith complete, easy-to-follow installation instructions, 


more casement operators 


Remember, more Getty Operators are used on casement 


windows teday than all other makes combined. The 
Getty No. 4706-H Replacement Operator fits 95°, of 
all metal casements made. It’s easy working, long 
wearing, available in a choice of bronze or aluminum 
lacquer finishes—the perfect low-cost operater for light 
metal casement windows. Ask your hardware whole- 
saler about this profitable new Getty No. 4706-H 


Display Package, or write us direct now. 


& Co., Inc. 


3348 NORTH 10th STREET - PHILADELPHIA 40, PA. - Canadian representative: A. N. Ormsby Co., 23 Scott St., Toronto 
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‘THEID from 4A Basic Patterns 


ae AMERICAN MAKES 400 cHaINS 


—more than any other manufacturer! 


A brief explanation for Young Men in Hardware Stores 


When you get right down to fundamentals, all uses—and AMERICAN makes them all, in a wide 
of the more-than-400 chains made by AMERICAN range of sizes, metals and designs to ‘cover 
are of one or the other of only two basic types— _ the waterfront” of chain requirements. The four 
welded or weldless, depending upon how the basic patterns are described and illustrated below 
links are formed. But...there are four basic ...You will find it helpful to familiarize your- 
patterns: straight link welded, twist link weld- self with the full line of AMERICAN Chains— 
ed, weldless wire and weldless flat metal chain. made by the nation’s foremost manufacturer of 
Each has its own special advantages for certain quality chains and chain products. 








4 - © . 


STRAIGHT LINK WELDED CHAIN isthe Me 

most widely used welded chain. Made of steel, 
iron or other metal in several types, many sizes 
and varying link dimensions. The material is 
welded after links are formed, making each link 
a continuous piece of material. Links up to 3” 
are electrically welded on machines; larger sizes 
are forge welded. Welded chain can be heat 
treated for specialized applications. 


in tah” verge ts oT (tt, 


we **. bg, 
it fs nal “4 





TWIST LINK WELDED CHAIN is made 
like straight link welded, except that each link 
is twisted to a uniform angle. Because the twist- 
ing is itself considered an adequate test, this 
chain is not proof tested. Though not as widely 
used as straight link chain, twist link welded 
chain is employed where the chain must lie as 
flat as possible, as in drives for certain machines ~ he | 
and as a friction chain. It is usually quite flexible. ge x oe re * rad + ile i q- * 7h. t, 





WELDLESS WIRE CHAIN does not have © ot aal" oy: WK: betes ( ore a3 rot 
welded links; each individual link is formed by [#3 gg == GF we ee ~ a 
knotting or tying the material. Usually it is _ 
made of carbon steel, but it can be furnished in 
other materials for special purposes. The Tenso 
pattern (right) for years has held first place as a 
general utility chain. Its loops are large and in 
opposite planes; attachments are put on easily. 











WELDLESS FLAT METAL CHAIN is particu- |) eee ous See, +Veae* ee Ay 
larly suitable where the chain must lie as flat as 4 . 3 oimrs Z,*. 

, . ee — (PETES ah ali 9 EP * 
possible, like a strap, such as for operating over [gies a 3 pee” * oe | * 
pulleys. Links are formed by blanking from strip | 
stock. While ordinarily made from carbon steel, 
it is available in certain corrosion-resistant metals. . Sgt: 29 eee” 1G > | . . a + . “‘e 
It comes in a range of thicknesses of material, ee Sa area ee 8e | 4 


3 . — * Pe 7 : * - « lead 7 . ie 
and in numerous shapes and sizes of links. ke oat pe ek a D4 Pg a * 2 rae» 





SEND FOR THIS HELPFUL BOOK | iS American Chain Division 
Write to American Chain a 4] 
Division, York, Pa., P = > AMERICAN CHAIN & CABLE 
for informative booklet, a! | 
“FINGERTIP FACTs.”’ 
It will help you in your selling. 





cago, Denver, Detroit 
vy Yors 


Philadelphia. Pittsburah 


Cam Eeane - . 
Sa ancisco, Bridgeport, Conn 
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wt Among Ourselves 








Informal Editorial Comments 


By W. A. Phair 


The family's store... 


For most of us, change is one of the toughest things in life to digest. Yet 
change is Inevitable and vital. Without change. we might all still be living 


mud huts. 


Making a change poses tough problems. Trying new ideas or entering into 
new activities involves an element of risk and a disturbance of normal routine 
that most of us don’t like too much. We'd like to avoid change, if we could. But 
we can’t. The road to bankruptcy is strewn with store owners who refused t 


change. 


The hardware store is no different than any other type of business. It must 
change, as conditions change, or be left behind. Fortunately, hardware dealers 
in general are very flexible. The successful store of today is quite different 
from the store of vesterday. The store of tomorrow will be far different from 


;) 


the store of todav. You can be sure that there will be changes 


One of the changes that Is taking place right now in hardware stores is the 
growing Importance of riltwares al d tovs W hile both these lines have heen 
handled by some stores for many vears, there is some reluctance on the part of 


many dealers to get into toys and gifts. 


However, when you look at the hardware store’s problem objectively, as we 
try to do, vou come to the inevitable conclusion that toys and gifts fit naturally 
into the modern concept of a hardware store. They help sell more tools and 
paint, and tools and paint help sell tovs and gifts 

One reason why toys and gifts are becoming more important is that thi 
hardware store is becoming a true familys store, wnere tne snopper finds every- 
thing for the family, except food and clothes, under one roof. The growth of 
shopping centers has pushed this trend. The heavier responsibility of the woman 


in spending the family income is another factor 


Toys and gifts are an added attraction to the woman shopper; they stimulate 
traffic that might be diverted to other stores. They help expose more of your 


merchandise to people who can buy, on an impulse basis, many of the items you 


sell. They help shoppers make a decision, when there is uncertainty as to what 
store to visit. 


Selling gifts and toys is different from selling hand tools or hardware cloth 


Getting into gifts and toys takes a little planning and study. It would be unwise 


to take up too much room for these lines, at the cost of space for the staple 
items. Yet, once you master the angles in gifts and tovs you will find them 


not only profitable in themselves, but also traffic builders 


Stores in the northwest, the southwest and the west coast, have been especially 
aggressive in adding and promoting these lines. We have talked with many 
store managers of their experience with these two lines and almost without 
ex eption they have been enthusiastic about tnem Keven In Areas where (iS- 
tomers are almost 100 pct farm trade. gift departments are demonstrating 


ee = 
tneir vaiue 


. } care, ¢ . , : . ' . 
Our observations have been that the greatest value of these two lines are 
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Just Among Ourselves . 


age a 
informal editorial comments 
pulled New 


Year’s Day. But how does 
selling? 
Well, our first 


the beginning 


a deaiel 


suggestion is to turn to page 37 of this 
' the 


~~ 


VO vy find 
ide. HA 
top authorities in the field, have tried to answer 


+ > 
‘FF 


l ie. There V 
HARDWARE AGE Toy and Gift Merchandising G 


e questions you are likely to ask about this business 
ill find this information very helpful. 


Who pays for advertising ... 
Def 


s 4s 


value of advertising in a few words is a little difficult. It 
like try) ‘xplain, in a short sentence, the exact value 
or air e important these things are; we 


Yet explaining them in a sentence 


is 
WwW 


sunshine, or rain 
are vital to 
IS 3 igh assignment. 
definition of advertising that was 


hoax 
ney 


brief and which 
ition quite aptly, especially from a retailer’s view- 
Comes from Printers’ Ink and reads this way: 
for the advertising 
the business he | 


1 experience who pays 


doesn t advertise. It is 


atement pretty well sums up the effect of advertising and presents 

reason in the world why a hardware dealer needs to advertise 

hardware store owner has not been a heavy advertiser 

r advertising were rather small, compared with most re- 
} recent years we have seen a change develop, and dealers 

today doin 

tn 


idvertising, on a comparative basis, than eve) 
is trend continue ; 


We predict 
as more and more dealers realize how advertising 
meeting highly competitive conditions 

best advertising will keep < 
ng for it 1 


n business lost 
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Its comin 


You 


<i cash 


in two weeks... 


are ire | least two things in every good hardware store 
register and a vy of the big HARDWARE AGI 
the Who Makes 


Merchandise Directory 
This LOO0-na we 


; ; » « 
<i hb uid {> 
. : 
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lardware merchandise has bee! iving aid of the 
ind wholesale trade for many, many generations. To many hardwaremen 
it 1s an indispensable tool of their business. Now, in two weeks 
of HARDWARE AGE will receive the new 1955 
eye open for it 


the by) 


every subscribe! 
iISSue O} - 1) rectory, Keep iT 
ood things. the 


H ARDW ARI 


Deen 


has 


never 


AGE Merchandise Directo) 
ts type 


duplicated. It 
available to the trade 


is stil 


Al Mangin, and the 
ways lich the Catalog might 
many are no tical or would make the 
le these chanyes are made from 
at hanged beca ise Ss 

ist eq) 
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vear to 
survev 


ryvey 
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after 
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Do-it-yourself special! 


Now... 1LCOnight late 


IMSTALLED 1M MIOTES! 
7 ow o* 






























3 ILCO Night Latch Leaders 
D-22 0 ii 


sfondard design e wit be 
tify Rose Gold f 
263GY naondas 


5 7") Stream , ay wif? spe 
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Tuts unique ILCO night latch promotion has dramatically dem 


onstrated once again the terrific power of the Le It y oOursetll le 


approas h 


tetaller recognized it once that here at iast was the inswer to 
the installation bugaboo that has killed manv a night teh ale 
(ustomers welcomed the chance to be able to Duy ind install 


themselves the night latches they'd been needing for so long 
Result: This display has moved more ILCO night latches 
this Spring than any merchandising idea in vears. 
Package consists of 2 boring tools, a special night latch assort- 
ment 6 each of 3 models (one each mounted colorful, eve 
catching counter display. Complete display unit is free you 
only for latches and 2? boring tools. You “loan the tools for a $2 
deposit which covers your cost 
Call your distributor or write us today for full detail 
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By Washington Bureau of 
HARDWARE AGE 


Congressional Hearings on 


Sales Tax Set for December 


The battle over proposals to replace existing selec- 
tive excise taxes with a uniform national! sales tax will 
begin in earnest next December before a special Con- 
gressional committee. Spokesmen for merchandising 
and representatives of manufacturers will clash head- 
on over the question. 

Hardware dealers and other merchants, backed by 
the National Retail Dry Goods Assn. and the American 
Retail Federation, will oppose any new excise tax, urg- 
ing complete repeal instead. But if Congress decides 
such a tax is necessary, they will fight to have it im- 
posed at the retail level. 

Manufacturers and the U. S. Chamber of Commerce 
are urging a national excise of 5 pct to be imposed at 
the manufacturing level! 

KE. C. Stephenson, vice president of J. L. Hudson, 
Detroit dept. store and an NRDGA executive, will be 
one of the principal retail witnesses at the hearings 
before the Joint Congressional Committee on the eco- 
nomic report. Hearings will start Dec. 5 and run at 
least through Dec. 16. 


OUTLOOK (jutcome of tie nag oll lie 
important in hardware mer. j sali s tar im- 
pose d ar fhe manutfacturimna 4 rel pyramids, 
retail economists saij, 0 that To) eaci li) CeENnTS 


’ 


the Government gets, the consumer pays Is 


rents. Recause fhe a7 hecomes fi part oT 7 


merchants wmventory cost. 


Federal Fair Trade Laws in 
New Supreme Court Test Case 


The constitutionality of Federal Fair Trade Laws, 
and the validity of contracts ensuring resale price 
maintenance under them, is again before the U. S. 
Supreme Court. 

The first of several Fair Trade cases expected for 
the Court term beginning on Oct. 11 has already been 
filed by 52 liquor dealers in Chicago. They are asking 
the Supreme Court to rule on several limited questions 
regarding Fair Trade. 

The dealers dispute the validity of the Illinois Fair 
Trade Law because it was passed in 1935, before such 
laws were officially exempted from Federal Anti-Trust 


10 


Laws. They also ask for a ruling on methods used by 
suppliers to compute damages resulting from price- 
cutting, and a ruling on the validity of lower court in- 
junctions which do not set prices to be maintained. 
Fair Trade has received another legal! setback as 
Indiana becomes the 10th state in which a court has 
ruled against the non-signer law. In this case, a 
superior court handed down the adverse ruling. 


OUTLOOK The i]. S. Supre nie (Court. Le7'- 
f ral time 8 mn recent ie ars. has rervuse d fo rule 
on the basic constitutionality of Fair Trad: 
Laws. A ru ing on some “Tt? Inge " assues. how- 
CverT, could 0 pe hi the door ror a de CIS On Ov ‘an 


entire principle. 


Huge Federal Highway Program 
Can Both Help, Hurt Merchants 


Hardware dealers have an important stake in the 
muilti-billion-dollar Federal highway program due to 
come out of Congress this vear. It will benefit mer- 
chants, but it can also mean injuries, in some cases. 

Final details of the plan have not yet been agreed 
upon, but it will be the biggest roadbuilding spree the 
country has ever seen. It will benefit dealers by easing 
traffic congestion and encouraging consumers to make 
more frequent trips to shopping areas. 

But there are some dangers: The network of high- 
speed superhighways will tend to siphon traffic away 
from shopping areas, so businessmen are gvuing to 
have to make sure that they get good connecting links. 
Advertising along the new roads will be restricted. 

In the case of rebuilt existing roads, by-pass routes 
to take trafficCc away from commercial areas will be 
proposed, in many cases. Two states have already 
passed laws to reguiate by-pass construction to prevent 
undue damage to existing business areas. Frequently, 
the program will create new shopping areas to coni- 
pete with existing ones. 


OUTLOOK — While the highway progran 
will he hene ficial. hardware deale rs should oun 


with othe r local husinessme hi and work to pro- 


tect their interests. In many cases, Federal or 


state-wide action will be necessary, and in 
other cases local action will keep the program 


from injuring business. 
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KWIKSET “600” line locks were 
selected for use in the beautiful Prize Homes to be awarded 
in White King Soap’s “Name the Home” Contest. 


“Only products that met the most rigid quality standards were selected 

for installation in these highly publicized homes and only 

KWIKSET “600” line locksets with their distinctive styling and superior construction were 
judged acceptable"—so stated Ben King, President of the Mesa Builders 

and Equipment Company in Costa Mesa, California. 


For dependable performance, easy installation and trouble-free 
service, specify the new KWIKSET “600” line of 
unconditionally guaranteed locksets, 


postures °° 600 





LATEST INFORMATION ON 


Miniature Utility Cart 
Standing 20 in. high and mea- 
ng 12x18 in., a miniature util 
cart Nas joined the Cosco play 
iiture line and is designated 
Model 90-A play cart. It is 
lar in appearance to tility 
the Cosco metal! household 
line and incorporates all 
of the household cart line. 
all-stee]l construction, the cart’s 
are round or turned under; 


handies are 


tom. Equipped with cord and 

lug, it operates on AC or DC, and 

Underwriters’ Approved. Hangs 

all like a pin-up lamp, on nail 

screw. Needs no attention for 

vears. For use in any enclosed 

up to 160 cu ft, such as 

cabinets, lockers, vaults, 

lanos, small storage rooms, eté 
lor Dri Associates. 


For more data circle No. 2 on postcard, p. 7% 


Flexible Door Stop 
This Spring-Eze flexible door 
stop prevents kinking. Item fea- 


tures a tough plastic tip and can 
baked-on enamel finish he 


th chrome plating; top anc ‘ 


of hea\ y-gage steel, 


Kicked, bumped or bent without 
damage. A bulge in the coil elimi- 
nates kinking. Vacuums. brooms 


of red or Ve llow : 
i on free-wheeling 
isters Fair trade reta 
i Colorad ;, ’ — ec Q7 
SbH.45: olorado and west. Sb.Y%o 
Han Thais Mf a. Corp. 


For more data circle Ne. | on postcard, p 


Mold Preventer 

Air Dri electric thermal convec- 
tion unit stops mildew and mold, 
ends musty odor. Unit is a hollow 
tubular aluminum resistance-wire 
heating element in a blue steel! box, 
$x3x9 in., with smooth rounded 
corners and a hole at top and bot- 


i2Z 


dusters may be used to clean 
under and around door stop with- 
out difficulty because of flexible 
construction. Ajax Hardware Mfg. 
( orp. 


For more data circle No. 3 on postcard, p. 73 


Barbecue Tool Set 

A five-piece barbecue tool set, 
the El Toro, includes a fork, pan- 
cake or hamburger turner, spoon, 
i-place rack, and long-bladed carv- 
ing knife. Each handle is molded 
of heat - resistant material and 


‘bial 


’ ; \ 

7 \ 
shaped like a bull. This shape pro- 
vides finger grips. All utensils are 
18 in. in length except the knife, 
which is 14 in. Knife blade is of 
high-carbon, cutlery grade stain- 
less steel. Set is gift-boxed. Bi-Co: 
Houseware =. Di _ oF Bloom ft id In- 

stries. Ince. 


Fer more data circle No. 4 on postcard, p 


Border Garden Light 


Added to line of garden lighting 
equipment is a cast aluminum 
shield for flower bed border light- 
ing. Shield is equipped with ground 
spike and may be purchased with 
single socket cord set or a cord 


set equipped with seven sockets 


HARDWARE AGE, JULY 7, 1955 








mounted three feet apart. Shield 
includes clip for holding socket and 
will accommodate lamps up to 60 
watts. Steber Mfg. Co. 


For more data circle No. 5 on postcard. p. 73 


Power Tool Stands 
Three universal-type power tool 
s ands are completely ad} istable to 


accommodate the mounting of any 








in the Darra-James line 


Stands will also accommodate many 


For more data circle No. 6 on postcard, p 


Paints for Sportsmen 
Pa ints 


’ > 


rtsmen's use are available 
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Sportsmens paint “ 
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specially formulated for 














ne preservation of boats, canot 
—) . .2o : . i+ 

trallers, fishing rods, guns, go 

c] ibs. other 


tennis racquets and 


sports equipment. Merchandising 


| 


aids, in color, are available for 


counter displays, along with color 
cards, painters’ caps, paddles and 
strainers. Valspar Corp 


For more data circle No. 7 on postcard, p 


Cedarwall Wood 


(,round cedar wood that build 
cedar closets V“ thout itting i! 
wood. Compound is 


> 


Wacer and brushed or inside oft 


5 , 

cioset, drawer, trunk or cnest Wit! 
hrush Sea] ; _ 
rusnNn. OcCaAIS ' reat no. > iri) 
pro 
and a cedar odor. Five-pound bag 
ft. and retails 


King Associate . 


For more data circle No. § on postcard, p 


covers 40 sq. 
54.90. 


Electric Tiller 

(ombination electric garden and 
household tool is basically a rotar' 
tiller with a ‘4 h.p. 115 volt motor, 
which can also be used for culti 
vating, mulching and weeding. In- 
doors the unit serves as a source of 
power for drilling, grinding, sand 
ing, buffing, cleaning and polish- 


Continued or page 
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Gift Wrappings Display 


Two floor display cabinets 7 
sorted { nristmas crit? vVrapping 
items are offered fo se at traffi 









Both large and small di 
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ate pac Kavged ~F parate \ iti if i} : 
t 

id la! containel tL! nt TIT into LOD i 
display Ref nrainers ine é 
available Large! binet, wget 
a 

> 

erally containing Zoe mercnandise 4 


holding 10¢ merchandise, measure 


a? x 24 x 24) iT) f ; j ra Ti i” f 


os ei Rr Bape DO, ir 


For more data circle No. 9 on pesteard, p 





Carton-Display Unit 


Twelve pall ft carded sate 





Continued on page Y. ) 
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HARDWARE 


1955 First Half Shapes Up to Record Year 


instalment Credit Sparks Consumer Buying 


> Industrial Demand Boosts Employment Level 


1955 on Way to Becoming Record Business Year; 
Housing, Employment Make Good Gains in May 


Preliminary figures for the first 
half of the year indicate 1955 is 
well on its way to becoming one of 
the best in business history. 

Usual seasona! declines in several! 
major lines are expected during 
the next six months, such as auto- 
mobile production and housing 
starts 

Latest figures show gains con- 
tinue for 1955 months over the 
same 1954 months 

Housing starts in May were 
23 pct for 37 states east of the 
Rockies, the F. W. 


reports. 


Dodge Corp. 
Dodge economists see no 
reason for revising forecasts made 
late last year that there will be 
1.25 million 


year. 


housing starts this 
Employing is on the upgrade. 
Industry joins agriculture in seek- 
ing more workers at this time of 
the year. 


Industrial production for May 


was 13 points above a year ago, 
the Federal Reserve Board reports. 


New business incorporations in 


May were up 29.6 pct over a year 


ago, Dun & Bradstreet reports 
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Manufacturers’ Sales 
Up 10 Percent in April 
Manufacturers’ sales in April 
kept up the high pace registered 
in March, reports the Commerce 
Dept 
Sales during April totaled $26.4 
billion, up 10 pet from the same 
March, 1955, 


sales were $27.6 billion. 


month of last vear. 


The book values of inventorie 
at the close of April came to $43.: 
billion, down $2.2 billion from 


year ago. 


Radio, Television Sales 
Up for Four Months 


Retail sales of radios and tele 


vision receivers for the first four 


months of 1955 were ahead of last 
year’s rate, states the Radio-Ele 
tronics - Television Manufacturer 
Assn. 

Sales of television sets totaled 
2.355 million against last year's 
2.145 million. 
panded to 1.609 million from 1.487 
million. 


Radio sales ex- 


Department Store Sales 
Increase 5 Percent 

Department store sales in the 
Lnited States for the week ended 
June 4 ran 5 pet ahead of the like 
1954 week, reports the Federal Re- 
serve Board. 

The Cleveland district displaved 
the sharpest gain with a 15 pet in- 
crease, 

A detailed breakdown of store 
sales follows: 


Buying on Credit Gains 
$707 Million in April 

Credit buying indebtedness rose 
$707 million in April to 
$30.655 billion, reports the Federal! 
Reserve Board. 

This topped the year-ago total 
by slightly more than $2.5 billion 

Instalment credit climbed dur- 


reach 


(Continued on page 102) 
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Here's how 


NRHA/RB&W 


) teamwork 
__ pays off for you! 


—_ 
































New Flexorama bolt 























: and nut merchandiser 
a : takes up only 
=. eae 2’ 8” of wall space 


Your RB&W/NRHA merchandising 
team has done it again — with the new, 
flexible Flexorama display unit above. 
It’s easier to use, requires less valuable 
space in your store — and it helps you 
sell fasteners faster! 


NEW NRHA Filexorama 
bolt and nut display. 
Check your State or 
Regional Hardware 


As the bolt and nut manufacturer 
Association for details. 


participating in your association's mer- 
chandising laboratory along with other 
leading hardware manufacturers — 
RB&W wholeheartedly recommends this 
newest addition to the NRHA merchan- 
dising units. 














ORIGINAL NRHA , 
bolt and nut dis- 
play as it appears 
in the NRHA Mer- 
chandising Labo- 
ratory. 


The man to see about stocking it with 
the complete quality fastener line is 
your RB&wW distributor. Call him today, 
or write Russell, Burdsall & Ward Bolt 
& Nut Co., Port Chester, N.Y. 4.16 








ein RUSSELL, BURDSALL & WARD 


110 YEARS MAKING STRONG THE THINGS THAT MAKE AMERICA STRONG 


Plants of: PORT CHESTER, N.Y.; CORAOPOLIS, PA.; ROCK FALLS, lil; LOS ANGELES, CALIF. Additional sales offices af: ARDMORE (PHILA.), PA; 
PITTSBURGH; DETROIT; CHICAGO; DALLAS; SAN FRANCISCO. Soles agents af: NEW ORLEANS, DENVER, SEATTLE. Distributors from coast fo const 
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SHARON 
SERVICE eaieihialiod 


UNITS | EE 4 Pt 


NOW 


COVER: fi , Fa 
ARIZONA —— ae +. ( 


CALIFORNIA ——_——————— a vat 
Sharon TRY, 
CONNECTICUT = A Ale at* 0a 0 Aor 2 ? / 
< Se Growing 1g aces / 


FLORIDA — 


' mw) 6 SIX NEW SHARON ASSORTMENTS & 


GEORGIA 


' SERVICE UNITS NOW OPERATING fm 
MARYLAND PED OUT OF LOS ANGELES WAREHOUSE )777 


MASSACHUSETTS Complete line of 72 Sharon Refill- 
: able Fastener Assortments... over 
NEW HAMPSHIRE 1000 sizes in most-wanted nuts, bolts 


( 
and screws ... now in stock at our Be. 


NEW JERSEY west coast headquarters 


, SL 3639 WEST PICO BLVD.. LOS ANGELES, CAL. gE 
NEW YORK , 


Sharon Servicemen bring the entire refillable line right up 

— to dealers’ doors . . . and onto their shelves . . . in the 
:, A ; 
mei following areas: 


itt LOS ANGELES and the NORTHERN SUBURBS ae 
LONG BEACH and SURROUNDING COMMUNITIES 


PENNSYLVANIA SAN JOAQUIN VALLEY Shar 
SAN FRANCISCO and the SOUTHERN SUBURBS fp wa VET © 


RHODE ISLAND 


Watch for your Sharon Serviceman! 


som eS x 
SO. CAROLINA & 


- « Gnd we're 
growing places 
oll the time, as 

we select 
and train 
the right men! 


31 SHARON SERVICE UNITS NOW SERVING PROGRESSIVE, INDEPENDENT DEALERS! 


Shavore Git and Soha lp, Norwood, Mas 


Sharon Assortments Mean Compact Packing... Large Selection... Small investment 
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—but first, be sure 
you have plenty of ~ Cesar 


~  . 











The big run is on for SWIF Solder. ing tools. Just apply Swif, heat (use 















Your customers are reading about it only a match for small jobs) and you 

in ads in the big national magazines have a permanent, professional job 

‘Th ; , he if 4 he f 1 . ~ 

They're hearing about it from friend So he sure vou have plenty of ‘ 
| } : ted +t Thew re , 

and neig —e rs who have tried it. They re Swif Solder on hand when the big 
Gertf the real S0/S0 Tin. _ 

finding that wal he real 50/50 Tin IRHA and other consumer promotion 


Lead Solder with flux in paste form, sends your customers in asking fo: 
enables even a beginner to do perfect Swif. Order today from your wholesaler. 


soldering jobs with no fuss or bother. If he 





doesn't have Swif please orde! 








And with a big 40% discount to you direct and send us his name at once. 


on thic Ve he at sé ller, you ll be happy 



















Swit “= lds r I< the “do it-vourselfer's” 


dream. No separate flux, solder, clean- to sell fast! 
retan Price 59° 


SWIF is advertised in: aii 
secoued 40% 


HERCULES 





HERCULES CHEMICAL 
Neu 





COMPANY, 
Y ork ] ,. \ 7 


INC. 













332 Canal St., 
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There’s a 

need for 3 

in over 
48,000,000 homes 


every month 
of the year 


el 


4% 2° 
* & od ‘* 


" 
a 
ea 

aw 


Kedbboumaid @ Houseware 


THE WOOSTER RUBBER COMPANY 
WOOSTER, OHIO 








oe 
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Wee EXPLODING THE BIGGEST 


Talk about impact! Talk about saturatgon coverage! Millions upon millions will see big space, full 
color, as well as black and white ads in America’s most powerful, most influential magazines. There 
are thousands of prospects right in yodr shopping area. You can look forward to an avalanche of 


Aladdin business when they see ad ‘afgfer ad in these magazines and newspaper supplements: 


Cs 


malrLy NEY> 


This , is Week (; 7 I I Cia 


Bowetocping 


THE NEW STANDARD IN 
sai i VACUUM WARE | Orr ie 


aR 


eyes 


oan?" ** 


| Post 


mw 
ne ee 
« @ = 











~ Aladdin PROMOTION — 


HMedddn HMedldir Medd 


THERMO-KING* HY-LO ECONOMY - BUY* 









A 
p A j - Lig A eoder r vacuum bottles the Modestiy priced ’ ‘ the ex WIDE-MOUTH 
mna Iurabie Feotures My-Lo s smoartiy styied conserva sive A 10M pius Teatures 
/ +t) hile ‘ " or " " } . ; 
J er Availal very c cea corr rates ; oO? wvor? : ? ; Malt-s ’ size Holds e. +? 1g from . ; 
~ re SS A tctin fom ° ; cf ‘ 
Nal »ize > ory > eagrures Quar > 





* 
e. 
mee ee 


Medlin lite Meddee Hedin 


ALUMINUM HY-LO WORKMAN’S KIT 1 BOTTLE OUTING KITS 2 BOTTLE OUTING KITS 
NORKMAN’S LUNCH KIT | Sturdy [ithogrophed block i we x agg Re moiee swe A ) 





des Aladdins tam $ pin’ ze 


. | . A tte 
Hy-Lo vacuum boftie the work 


ightwe 


is Aladdin's ew mans favorite 


— & 
. iF. | 














Sed Labft Hhédéllidir inn ors a or Shedd a 
PLAID LUNCH KIT ANNIE OAKLEY WILD BILL HICKOK HOPALONG CASSIDY SPACE CADET STANDARD 


SCHOOL LUNCH KIT SCHOOL LUNCH KIT SCHOOL LUNCH KIT SCHOOL LUNCH KIT SCHOOL LUNCH KIT 





I 






GET SET 
FOR BIG 


1. NON-DRIP PouRING LIP { = 2. QUIK-LOK cuP 3. SWEET SEAL STOPPER ® , 
© No dripping—no spilling—no waste * High impact styron — unbreakable in | © M@Me Sanitary won't absorb odors tke o | 
e Protects filler__reduces breakage normal use cork — easier to keep clean and sweet 


ining of clothing Locks on—releases with 2 twist + Convenient easy to insert, easy to remove 
; a a censanen ¢ More sanitary—cleans easily * Positive seal — safe, will not leak PROFITS 
me . \_ * Won't stick or cross thread = © More economical — outlasts 
\* No threads to collect dirt _/ Corks many times N OW 


——————S 

























- 1. RUST-PROOF 
me ALUMINUM 
JACKET. 
introduces the NEW 


. ONE PIECE 
a JACKET AND 
COLLAR. 
No separate 
TH ERMO-K|I NG cy come 
' loose or freeze” 
to jacket. 









with Bottom Loaded Filler SURE GRIP : 


SURFACE. ‘i 
Dimpled finish 
makes bottle 

easy to hold. 

Prevents slipping. 


ed 


THE ALL NEW... 


f ee. Ylddiedve | 
PALUNMIUNU IV 


_ 


BEL Spee ae EMD Ae OPPO —_— —se eeeEEeeE Ss 


7¥ 


4. BOTTOM LOADING. 
Simplifies removal of filler 
for replacement or clean- 
ing purposes. 





vacuum 
ottle 


FEATURES! &s 
NF SALES APPEAL! i 
| PROFIT POTENTIAL! 


*Trade mark 





ee ee 
oP ek ELL ef © © wwe kh weneveerrre# 


* ~~ -» >» « 
i ee ee ee 


. STYRENE 
CUP CAPS. 
Unbreakable in 
normal use. 





SAP APABEPSP aod eevee 


6. NON-DRIP POURING LIP. 
No dripping—no spilling—no waste 
Protects filler—reduces breakage 
Prevents staining of clothing 
integral part of collar—can never come loose 


. QUIK-LOK* CUP. 
Locks on—releases with a twist NO. 711A QUART FEATURES 
Won't stick or cross-thread NESTED CUPS. 
No threads to collect dirt . Packed 6 per carton — 
More sanitary —cleans easily : Shipping weight 12 Ibs. 


_ SWEET SEAL® STOPPER. Filler #032 packed 6 per carton— 
More sanitary—won't absorb odors like a cork . Shipping weight 8 Ibs. 
Easier to keep clean and sweet i bes NO. 7O0A PINT. 
Convenient—easy to insert, easy to remove Packed 12 per carton—Shipping weight 13 Ibs. 
Positive seal—safe, will not leak Filler #012 packed 12 per carton— 
More economical—outlasts corks many times . Shipping weight 9 Ibs. 





ALADDIN INDUSTRIES, INCORPORATED wasnvitte, TENNESSEE 


1107 MERCHANDISE MART, CHICAGO, ILLINOIS + 105 E. LEXINGTON DRIVE, GLENDALE CALIFORNIA 


Hhédddire WHE NEW STANDARD IN VACUUM WARE 

















with the ree: geNhed Trade-in Promotion! 


#607W -R-Y Magnetic Can Opener 
Regular retail price $3.98 
SPECIAL TRADE-IN PRICE $2.98 

















OR 4 Rttunp 
an Or 

* Guaranteed by 
‘Good Housekeeping 


wor as ADVERTISED > 


featured in 


if you can stand the congestion around your cash register, you'll want to cash in on the third annual 
SWING-A-WAY Trade-in Promotion. Your customers will think-you've gone crazy when you offer them $1.00 
for their old can openers on this regular $3.98 SWING-A-WAY model. This special promotion begins at retail 
on July 1 and ends August 15, Better act now! Order the #321 Trade-in Deal from your local ea at 
YOUR USUAL DISCOUNT. 








FIRST NAME IN CAN OPENERS 


SwING-A-Way 


ej es. "7 
4) | SWING-A-WAY MANUFACTURING ‘COMPANY - 4100 BECK AVE. « ST. LOUIS 16, MO 
ct 7 =. P ‘ 
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HARDWARE AMERICANA 


Schnitzel-Bank 


a AMERICA’S FIRST WORKBENCH 


a 
- 
4 
ae. 





aT, A 


EF > needa 


il po eee, 
eel ed ~ 
eS a ; 


This ingenious cutting bench of old had a 
vise at one end in which a biock of wood could 
be held by pressing on a f t treadle With both 
hands free to work woo | with draw knife, chisel, 
file, augur, etc., the pioneer made everything 
from barns to buckets, wagon 
hardware, he built America 


With hardware 
And the mirror of 
Hardware Show, includir 
Light Farm Equipment 
than 40,000 buyer: 
new and improved product 
turers, talk with executive 
plans. It’s the show you 
fill out and return the reg! 
Your badge, which will 
further registration, w 


Nene ens “dw? 
Ta ° eo —. 


October 17-18-19- 20-21 « « Navy Pier, Giieapo 


S< "ve time by rea steringa iC Ay F ” ond mo the ue rea str of on coupon 


ond your admission badae w be mailed to ye Please check below if 
you wish us to moke hots eservctions for you. (Please Print 


TITLE 


HARDWARE 

















CITY STATE 
SHOW TYPE OF BUSINESS 


Pleose check below the clossificotion of 





your business 


331 MADISON AVE. NEW YORK 17, bap Wholesales = Retarler s Dept. & Choin Store Buyer 


[) Importer-Exporter [[) Mfgrs’ Agent [] Monvfocturer [} Other 


MURRAY HILL 2-4802 [1] Please send vs your hotel reservation blank 


Minors under 18 yrs. of age will not be admitted under ony circumstonces 


“2? 
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More sales to Mother 
INCREASE VOLUME for You 






The durability and 
dependability of 

housewares made of 
BAKELITE Brand Polyethylene 
is persuasively presented 


all year long 


THEY 2 
Se « NARDy 2 Mae 
Ow oax 
ING 


ea , 
MEtirg COmMpan 
7 


Smart household helps made of BAKELITE 
Polyethylene sell on sight! Their wear and 
care advantages are so apparent you make 


more related sales and more repeat sales. This full color advertisement 


will appear in: 


Be sure to specify this superior material 
to your resources. It gives handy, hard-work- 
ing housewares the lively and lasting flex- 
ibility they need to keep your customers sold 


on their quality job-performance. 


Promote these housewares and profit from 
this large-scale Advertising, Merchandising and 
Publicity Program ...demand products made of 


BAKELITE Polyethylene from resources. 


BAKELITE COMPANY, 


’ ’ 


\ Division : 
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ihe term BAKI LITt and the ‘| ré foil Svinbol are re 


Saturday Evening Post, July 23; 
Ladies’ Home Journal, August; 
Better Homes & Gardens, August 


lt is one of a continuing series 





0 Fast 42nd Street. New York 17. N. Y 


cistered trade-m irks of UCC 


€ 


N 
vt 





Color Fashion 





Get your order in now and get 
your share of this new business! 


PYREX Ware dealers everywhere will want to be 
the first in their neighborhood to feature this 
exciting, new line of PYREX Bakingware—so 
don’t wait. Order the Desert Dawn pattern, in 
both Desert Pink and Desert Yellow, from your 


PYREX Ware distributor NOW! 


«CORNING GLASS WORKS, 
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Two smart colors that mean exciting, 
new profit opportunities for you... 
warm Desert Pink and gay Desert Yellow! 


Women everywhere will buy when they see 


their favorite bakingware in these bright, new 


modern colors. One glance tells them that Desert 
Pink or Desert Yellow will harmonize with any 
dinnerware, so they can bake and serve in the 
same dish. And every woman knows how strong 
and durable PYREX Bakingware is—and how 





In PWREX Bakingware... 





Cas\ it iS tow ash that smooth. non-porous Ssurtace. 


Make sure they buy from you! Tic in with 
the powerful national advertising that announces 
this great, new line next month. Advertise, set up 
displays, and let all your customers know you've 
got Desert Dawn, the newest thing in PYREX 
Bakingware. Ihe more you tell, the more you sell! 








— 








We're spreading the news to 
38,444,990 customers — 
including your own—with a 
smashing, full-color page in... 














LIFE for August 1 
LADIES’ HOME JOURNAL for August 
BETTER HOMES AND GARDENS 
for August 
PROGRESSIVE FARMER for August 
TRUE STORY for September 
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PYRE? 


CONSUMER PRODUCTS DIVISION, 







ware 
means business! 





CORNING, N.Y. 


heed 





12% Extra Profit with 


S OLIN BATTERY SPECIAL 


gS 43% 
batteries PROFIT 


mete ten with this deat 
EVERY 

COUNTER 

CARTON 


Dealer Cost | 
i 
Per Carton H URRY! 


No. 1550 Olin 
Leakproof Batteries *4.68 


Less Free Goods 58 


THIS OFFER 
IS LIMITED AND 
MAY BE WITHDRAWN 
AT ANY TIME! 





Total Dealer Cost $4.10 
Selling Price $7.20 
PROFIT $3.10 


(43%) 


MADE BY THE MANUFACTURERS 
or WINCHESTER >< 


ELECTRICAL DIVISION + OLIN MATHIESON CHEMICAL CORPORATION +» NEW HAVEN 4, CONN. 


| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
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%” WIDE 

Heavy Beaty 

TAPE RULE 
» 


THE G#EATEST INVENTION WNCE THE MAND Saw 


3 aé ee 
oo «+ 
; 4 : 


ag 





fk with 


E 
EpACES 


GLOUCESTER — 
‘ i ’ be bs 


PrAKeS 


\ 
~~ 
aks 
le 
-~ 
x 
aa 


- 4 


| 
} 








All these exclusive extre-velve advantages! 


L$ ae 


MECHANIX 
ILLUSTRATED 


A FAWCLET a 


67 West 44th Street - we York 36. N. Y 
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EVEREDY 
foleserie— 
3 NEW PROFIT-MAKERS! 


New 



















» mor 
more € efficient 


Model No 
with 7 ~r ” . 
bakes juicy 


—8592— 
Utility pan 
tords. opples : 
ae heats "sede 
* » baby fond en 
Ores crispness $s; re- 
































3 pies 

uadranteed b * 

Fan Housekeeping ® 

45 4Ovrersie oun pitts, 

B fe or 

est-selli 
ng t 
Op-of-stove ous 
e mar —~ — * 
“ee —</ 

























Model even be 
No. 85 f ‘ter throug! 
Potatoes 90 — Boke orms num U8" scienti ke 
eemee Prepares b mum ‘Tous small baki am testing ; ‘—now made 
rve rolls, rown of fuel aking j; and res — 
+ Warms buns. Works e ‘ Saves mon 6 jobs with an Carch. Per NO HEAT Los 
boxed a well on ee heat absolute min; Exclusive he . 
* . - r 9 ar. 
, ashe . , 6 - 
Bakelite hand] ashes clean in M94 plate — hot 
Ck a jiffy ° 
and knob. ad Rect thru, puts 
— bit of "oman 
ork, 











efficient, multi-purpos© 
Ce cee 


New; 





5 — Bakes pies 
—on one 





Mode! No- 858 


es, roasts 





meocts 





or cak 
top-of-stove burner! 





















Model No. 8586— 
s set of 8 bok- 








en bakes and roasts like a 
r. Works efficiently 
big money. Keeps 
g more fun. 





stove ov 
top-of-stove burne 


include 


ing accessories. 


wVG 


vy 


King-size top-of- 
e 











range Oven ‘ mon 
nm heat se 


kes b 
d proven. Tem 


cover. Gleaming © 
easy to clean. Cool 
Bakelite handle an 
display boxed. 











ttings, saving 
aking and roastin 
perature gauge in 
hrome finish 1s 
heat-resistant 
d knob. Gift- 


on mediul 
kitchen cool—ma 


Thoroughly tested an 


























PLACES BIG ovEN — With exclusive 
and tempered steel 
s and holds 


wt 
“heat-trap” design, 
Ovenola capture 
it all to work. 











hot plate, 
the heat—pvts 










— these, and also 
- eredy’s complete 
ne of Housewares.. 


N To 
ut 
OLS eochanre. +08 the 











In Striking cou 







Hands : tr 
ome, long- : 7 " 
all in gleami ; oy a ; 00 
n ouse 
oe 0 wares Show. O 
mS oa - for illustrated i, 
eea—. : 
ture and prices, write 






y in an 
Y soap or 
or de 
eter- | Sales Department 


chrome : 
hanging rack, are | 
BOOTHS 


rton 
that is so different j 
n 


displayed. Set. N 
- NO. 1956. 668 67 
-670 


AY I-14") f 


is THE EVE 

> " | 

| . ae em 2 23')2 sie Oe le 
ey AKERS OF CHROME KITCHEN tiie 





a available in a 
esign it will stop 
























SHEPHE 
RD’s 
CROOK handle 
— \ Provides eas 
%& hangin y 
/ gt Won't 
on ‘ melt, chip 
crock 
















Ihe package under her arm weighs only 6/2 pounds is Dut 


. 


4'2 inches square by 41 inches long, making it an easy cash 


and-carry item. Yet the package contains a modern door 


tolding-accordion door, complete with hardware 


— 


Clopay's exciusive design and production methods have 


created cash-and-carr)\ packaging for folding doors which 


makes them a hardware store item for the first time. A proven 


sales make! Dig ticket } that o1ves complete customer Sal- 
istaction 


Ihe Accordion Door measures 32” 


high 


standard doorwavs. It can be readily short- 


wide by 80’ 


1} 


to it practically all 


ened. Its a do-it-yourself item that customers install in 


minutes. Comes in heavy vinyl-plastic, neutral, antique grey, 


blends with any color scheme or customers can paint it to 


match room tii the \ Wish 

( liopas imvites Vou to cash im on this sensationalls new. 
cash and Carry iten YOu Wil C ipture new dol] rs and 1 . 
customer©rs ror YOur srorge when Vou i¢ tu 4 pop ilar Price 7 


Pui yraae 









| FLASH: FIRST TEST AD iN 
CINCINNATI SOLD 37 DOORS FOR 
ONE HARDWARE STORE IN 10 DAYS! 


A DOO 





(...and leaving behind a big-ticket sale with a nice profit) 


One size. Or olor. Low invento HH 
Counter, window, illuminated & ful adisplays aval 
Su di $8.95 (>. 


: 


os 


| SEE-1T-YOURSELF 
CLOPAY VINYL PLASTIC 
ACCORDION DOOR 


, AT 1 + 
BOOTH 169 * HOTEL CHELSEA 
ATLANTIC CITY * JULY 10-15 





PAY CORPORATION, CLOPAY SQUARE. CINCINNATI 14 OHIO I.S.A 








WARREN- 
TEED 
SLEDGES 


TRUE-FACED FOR 
ACCURATE STRIKING 


PRB ~ ll ’ 


WAR PEN-TEED® 


mark 


WARREN TOOL CORPORATION 


Manafacturers of Warren Teed and Devil reilwey track teols 
General Offices Warren, ¢ 


Expert Divisies reh St Vew Verte 7 


Rugged Warren-Teed sledges hit harder on 

every blow because their EXCLUSIVE MACHINE- 
TURNED FACES make direct point-to-point 
contact regardless of how you strike—high, low 
or on the nose. Each face is polished to an exact 
6-inch radius and protected with a clear, tough 
lacquer. All Warren-Teed tools are forged from 
special high carbon, heat treated steel. They’re 
rugged—stand up under the most severe use. Quality 


buyers spot these outstanding features quickly. 


Buy and sell Werren-Teed tools in 
easy-to-display- and-stock cartons 
with or without handles inserted. 
You sell more and profit more 
when you sell the best—Warren- 
Teed tools. 


WRITE FOR 
NEW CATALOG 
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with this New 
















TRADE MARK REG. U. S.PATENT OFFICE 
* ee e ° ° 
slip-joint plier counter display 
| 5 of Your discriminating customers will see... reach for... and buy 
; . Channellock’s quality Slip-Joint Pliers in this eye- catching, easy- -to-set-up 






counter display package. So give your customers a chance to upgrade 
their plier purchases. They’ll be better satisfied and 
you'll have a longer protit per scale. 


EACH COUNTER DISPLAY 
PACKAGE CONTAINS... 


Four 6”, three 8” and two 10” pliers. Each plier is 
packaged in an individual, protective box. 
TOTAL RETAIL VALUE... . $20.42* 


DEALER COST .....+4.2.24+-+ 13.62 


DEALER PROFIT. . . * > . > > 7 6.80 
*Slightly higher in west 











»Consistent national advertising pre-sells 

millions of hardware customers on 
Channellock pliers. Cash in on this 
warming-up process by putting this new 
Channellock display up front. 


SEND FOR COMPLETE CATALOG 
INFORMATION 


CHAMPION DEARMENT TOOL CO. 


MEADVILLE, PENNSYLVANIA 
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RUILD SALES Zee f 
AMES STEEL GOODS / 


Expertly Engineered! 
Distinctive tn Desigul 


FORKS 7 
‘ 
Heads of all forks are rolled or forged 


from high carbon bar steel. Spading 
Forks are forged from dies insuring 
uniformity in width, spacing and thick- 
ness of tines. Tempered. Ames Brand 
polished and equipped with Armor D 
Handie. Ames Ram 

Brand Tumbled and 

equipped with Steel a - 
D Handle. 7 


“ 
= J 
— Ma 
vos 
4 
Pl 


2; rémes and Ram Zuality 


iwice 


Cames 2 


[ ~™>.. Unusual Values 


Ames Brand is equipped with care- 
fully selected ash handles. Clear 
lacquer or Ames Burntcote finish. 


be 0 ES : f Ferrules chrome plated. Ames Ram 


Brand is equipped with ash handles 
Heads are forged from high attractively lacquered. Ferrules 


carbon steel. Carefully rolled painted. 


to correct thickness. Set and 
The Ames Line of Steel Goods is 


complete and every tool is manu- 
factured to the High Standard of 

5 Quality for which the name AMES 
RAKE has been famous for one hundred 
Round Bow and Level Head | and eighty years. 


balance conform to consumer 


requirements. Fully edged. 


forged from bar steel. Teeth 
ore all the same length. 


stash Your Jobber 


PARKERSBURG, W.VA + ° NORTH EASTON, MASS 





Turn ““L@sSs”’ sales into “Profit’’ business 
with this 


new display merchandiser 


that sells 


<—i 


were’ 


zinc-plated 
bolts 





>. 


Measures 41" wide x 15' 
deep x 64" high (with sign 


Complete Size Range from 4%” x %” How many times have you hunted up a single bolt for 

to %” x 6"! a customer and realized that you were losing money 

on the sale? 

32 sizes Machine Bolts. 22 sizes Car- | ’ : om | | 

riage Bolts. 7 sizes Lag Bolts! Now Gary solves this problem with a convenient 
YP display merchandiser that helps the customer to help 

Bright zinc-plated finish — no messy himself. 


04 film: Every size and price is plainly marked and nuts are 
Display comes completely assembled. attached to every bolt. Mr. Customer leisurely picks 
. out all the sizes he needs, and presto!—you ring up 
ot Damas tne Cost $184.50—West a quick profitable sale! 

; re Get your Gary Bolt Display merchandiser now and 
Resale Value of Bolts $258.01 | turn your “‘loss’’ sales into “‘profits.”’ 


WRITE FOR NAME OF YOUR NEAREST DISTRIBUTOR 





GARY SCREW and BOLT division PITTSBURGH SCREW and BOLT corp. 


122 S. MICHIGAN AVE., CHICAGO 3, ILLINOIS + ROOM 823H 2719 PREBLE AVENUE, PITTSBURGH 30, PENNSYLVANIA 
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THEY FILL THE BILL 


Whatever your bolting requirements, you can count on getting what you 
need when you order Bethlehem Bolts and other fasteners. ‘They come 
in a full range of types and sizes. They are quality fasteners in every 
way, made to exacting specifications by men with years of bolt-making 
experience. You’re sure to like Bethlehem Bolts. Try them and see! 





Bethlehem Bolts Are Good Bolts 
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Why should I sell gifts and 


— 


Mark-up figures on gifts and toys are interesting for dealers looking 


for ways to increase gross profits. Giftwares and toys build traffic 


by strengthening your position as a one-stop family shopping center 


Why should | make major departments of ing of chinaware and glassware departments. 


yiftwares and toys throughout the year instead 
of promoting them only during the Christmas 
season / 

That is a good question to ask as you study 
sales figures and space allocations of departments 
in your store to find ways to make the selling floor 
more profitable. 

Departments deserve consideration that have 
the year around potentials of giftwares and toys. 

Here are departments that operate on an aver- 
age mark-up of 100 percent for giftwares and 
00 to 60 per cent for LOYS. Business is done on a 
small inventory. Turnover is rapid. A few feet of 
display space along a wall, or an island, is enough 
selling area for getting started. Expansion is 
based on experience gained in developing your 
potential. Right buying is vital, but losses are 
kept low on unwise buying by clearance sales. 
Displays and promotions stimulate impulse sales 
so you have considerable contro! over volume. 
Unusual, original merchandising ideas pay off in 
personal satisfaction and are richly rewarded in 
added profits. 

And there are other compelling reasons, be- 
yond the profit motive, for selling giftwares and 
toys throughout the year. The major reasons are: 

Giftwares and toys strengthen the position of 
your hardware store as a one-stop shopping cen- 
ter for the entire family. They diversify your 
store with departments that appeal to men, 
women and children. 

Giftwares blend in with other departments, 
especially housewares, and lead to the establish- 


38 


Many housewares lines have gift appeal. 
Giftwares and toys fill the void caused by the 
natural drop off in the importance of other de- 


partments. 


Giftwares and tous make your store 


the family One -Stop Ne, opping rente? 


The more departments in your store, the more 
reasons you give the people in your shopping 
area for visiting your store and the greater your 
opportunity of attracting customers from beyond 
the range of your natural trade area. 

The key question at the beginning of many 
purchases is, “What store sells it?” When your 
customers want to buy a gift or toy, and you sell 
them, you create store traffic and the opportunity 
to make a sale. 

Each department, in turn, builds traffic for all 
other departments. Giftwares may make a sale 
to a customer who comes to your store specifically 
to buy the gift. That customer also represents 
traffic for other departments. In the same way, 
the customer for hardware is traffic for other 
departments. 

The trend in retailing is to develop related de- 
partments to increase traffic. The food super 
market, for instance, is a combination of a 
grocery store, meat market and vegetable store. 
The modern gas station sells motor fuel, lubrica- 
tion, tires, batteries, automobile repairing and 
accessories. The modern drug store sells about 
everything, and drugs too. 

This diversification fills a definite need. Cus- 
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tomers save time. They do not have to go in and 
out of many stores to fill their needs. They can 
take care of many purchases at one Stop. Dealers 
build volume and reduce sales costs. Each added 
department is an opportunity to get more of the 
customer's dollars, and to increase the amount on 
each individual sales slip. 

Housewares has increased tremendously the 
number of women customers in hardware stores 
These same women buy gifts throughout the 
year. Do you offer them a selection of gifts, or 


let them go down the street to spend their gift 


. 


dollars? 

Men are hardware buyers. They a!so buy gifts. 
When men come to your store for tools, fasteners, 
garden supplies or other items, why not offer 
them gift merchandise for their wives and chil- 
dren? 

Hardware dealers find that children accompany 
many customers, often one child for every three 
or four customers, when they count traffic. Every 


Fir 
Z,% 


child wants a toy. Parents and friends recogn 
the educational value in toys and give them 
throughout the year, in addition to Christmas 
and birthdays. 

If you develop a year around toy department, 
children will want to go shopping with their par- 
ents in your store. Many dealers encourage chil- 
dren to play in the toy department so their 
parents will come to the store and spend time 


. : . bs | . =. . P . 
shopping while their children are occupied 


{, rrweqares hlend wreri orner (fe pei 


7} 5. € Spe Cla fy ho (Seiwares 
The closer departments are related, the greater 
the opportunity to build store traffic. And it is 


dificult, in some lines, to separate giftwares from 


housewares. In fact, many deaiers, 11 nev nad 













: 


Ssecuing space on tne floor, would have ad iplicate 
displays of many lines in housewares and gift- 
wares departments. 

Kitchenware. ror instance, may be utilitarian 
to the housewife who needs to replace some item, 
or add it to her list of kitchen tools. But let a 
group of ofhce workers come in to buy things for 
a shower to be given for a bride-to-be in the office, 
and can openers, paring knives, pots, pans, uten- 
sils and other things become “gifts.’ 

The same sort of relationship holds true in 
hardware. A man buys tools for their use, but 
when it comes to birthdays, Father’s Day and 
Christmas, or any special occasion, tools become 
gifts for wives, mothers and children customers. 


This leads to a natural question: 
What , 2 giftwares? 


Giftwares merchandise generally is considered 
decorative. Beyond that distinction, the definition 
depends more on the approach of the customer to 
the purchase than on a description of the mer- 
chandise. 

Gifts are pure hased because someone wants to 
give them to others. The customer is thinking of 
what will please his relative or friend. The cus- 
tomer is not thinking of his own needs. The fine 


distinction is whether the customer has a desire 


> + | . " " is . | . . 
oO Own ne mercnandise, or whether he needs te 
’ > 
+ ‘ : | ‘ j ; 
. ‘ > 
| a iSLOoOme! MPrUAS «i eiet rit Toa el . and 


remarks that he needs one for his breakfast table, 
vou are selling electric housewares 

if a customer looks at the same toasters, and 
remarks that he is looking for something to take 


his daughter, vou are selling giftwares 






Every dealer has nign nopes tor eac! depart 
ry ry? ’ yi 7. { ut} : ’ ’ r} ; : 
men ePSTADLISNed s! | ew Types ¢] i ‘ ci 


ing 


partments 
me and go in every kind of reta ore. These 
come from conditions outside the store 
rnoods chang 


The traged\ 


market ana ’ A 

, 

ionger warrants the . “ntian 
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I J Vivel it. the qeaier :t x ™ He ’ ; 


merchandise 


' 


> 







































HARDWARE AGE Merchandising Guide 


What is my gift and toy potential? 


Average trade area of a hardware store represents $75,000 a year 


in gifts and toys as a conservative minimum. Here are figures 


you can use in determining what volume to expect for your store 


When you promote gifts and toys on a 52- 
week basis you are cashing in on a ready-made 
market tial of $75,000 a year 


| 


ave naraw are 


market 18 aiready 
uur customers bDu\ 
is VA hat are Vou Lat) 


, 


of this $75,000 potential in 
with the department, drug, variety and chain 
stores and ye gift shoppes in your community’ 

Figure your store’s potential of this market 
on the population of the trading area you serve 
Then make adjustments for the special factors 
that may put your area above or below the aver- 
age potential 


loy sales average $20 a vear per child. Cen- 
sus figures show that 27 pop ilation 
is in the toy age group 


in terms of 1000 population, that puts the 


toy potential at $5400 a vear, including Christ- 
mas sales. The potential, then, for the trading 
area served by your store is $5400 multiplied by 
the population in thousands, plus adjustments 
population of the trade 
area of your store is 10,000 then 10 times $5400, 


For instance. if the 


or $54,000, is the tov notential of the area. T: 
this figure add for local factors, subtract vol- 
ume you believe competition can do, and the 
remainder is the potential of vour store 

Now for the adjustment factors. 

Do vour customers travel more than average 
and buy extra toys to amuse the children? 


40 


Are you in a resort area where toys are 
bought as take-home gifts and tourists sho] 
for toys to while away the time: 

Do your customers buy toys duri 
mer and fall for Christmas? Thi 
growing market in resort areas. 

Are the children in the up} ' 
age group? If so, les of | goods are 
greater, the potential is up. 

Do your customers space toy giving through- 
out the year? 

After allowing for adjustment factors, and 
arriving at the total potential for your trading 


area, what about competition? Merchandise 


selections and vigor of promotions will show 
vou how firmly entrenched your competition is 
as toy headquarters, and what percentage of 
the potential you can expect from your com- 
munity as the potential for your store. 

The giftwares potential per 1000 population 
is $9600, exclusive of Christmas gift sales. 

Some of this potential can be pin pointed in 
terms of population 


For every LOOO persons 


in your trade area there ; ift sale oppor- 
tunities per year: 

Birthdays, 730 not countin ‘hildren in the 
toy age group 

Wedding anniversaries, 2 

Mother’s and Father’s Days, 250 eacn. 

High school graduates, 10 

There are many other gift-giving occasions 
thot 


hat are difficult to pin down to population fig- 


| 


ures. For instance, bridal showers and wed- 
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dings, baby showers, and also house warmings. 

Then there are gift-giving special days such 
as Valentine’s Day, Mother’s Day, Father’s Day 
and Easter and Thanksgiving. The Mother's 
Day promotion has been so effective that it now 























is the second biggest gift-giving occasion. 
There is quite a market for remembrance and 
thank you gifts. 




















Another source of 
bulk sales for 


giftwares volume is in 

















card parties and other events 

















put on 
Good management builds bulk sales into prof 


itable plus business. 
work on 


by civic, church and fraternal groups 


*} 


Group buyers frequently 


a limited budget, are indecisive and 


put off buying until the last minute 


An early selection may be made by working 


with these yroups and building a store reputa- 


tion for specializing in 


Soon as 


ne merchandise 









How to figure your gift and toy market 


bulk sales 


can be treated as a special order 


A sale then 
and billed as 


is delive ed 


Copy the form below on your typewriter and fill in figures from store sales 
and area population to find out how much added volume you can expect in 
gifts and toys. Figures used in this illustration are for a 10,000 population 
area, a resort section when gift and toy sales are above average. 


Population of my trade Greed ceccccserecccccccsessseceesess 
Basic toy potential in my trade erea ($5400 times 10)..... 
Added potential from local conditions (resort area)....... 
Total toy potential in my trade GreG..cccccsccccccecsccees 
My toy sales Last yeG&r WETCccccccecccseccescseeescsceseess 
Potential sales growth in COyBeccccccceveccsccccsssesveses 


Basic gift potentiel in my trede aree ($9600 times 10).... 
Added potential from local conditions (resort area)....... 
Total gift potential in my trade Gre@.cccscesseccccvsccess 
My gift sales last yer Werec.ccccccrcccccccsccccsssecsess 
Potential sales growth in gifts..cccccescccccscccssesscess 





















Gift-giving events: 


















































Birthdays Yes 
Weddings Yes 
Graduation Yes 
Wedding anniversaries Yes 
Bridal showers Yes 
House warmings Yes 
Baby showers Yes 
Remembrances Yes 
Thank yous Yes 
Mother’s Day Yes 
Father’s Day Yes 
Valentine’s Day Yes 
Bulk sales to organizations Yes 
Toys (see page 54 for age groups) Yes 
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How to survey your gift and toy potential 


Do I have merchandise 
for this event? 


No 
No 
No 
No 
No 
No 
No 
No 
No 
No 
No 
No 
No 
No 


e*eee 10,000 


Use this form for a quick check of your merchandise selections to determine 
how deep you penetrate into the gift and toy market in your community. 
For best price ranges see Price Range on page 43. 


. «$54,000 
. « $64,000 


« +e $11,000 
e005 3,000 





« «6 $96,000 
ee $20,000 
» $116,000 
0000 $89,000 


The range of prices 
on my lines is: 


From 
From 
From 
From 
From 
From 
From 
From 
From 
From 
From 
From 
From 
From 


To 
To 
To 
To 
To 
To 
To 
To 
To 
To 
To 
To 
To 
To 
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How to get into Giftwares 


Here are your answers on how much capital you will need, 
how much selling space the department will require, mark-ups, 


price ranges, clearances, and on other management problems 


Giftwares is a growth department, subject to expansion as rapidly as 
you develop the gift volume in your store’s trading area. 

Only a small amount of capital for the initial inventory and floor 
space for displays are needed to get started. After that, experience 
gained in the selection of merchandise, in placing orders with suppliers, 
arranging displays and promotions and in personal selling will guide 
your policies in adding more lines in greater depth and in giving more 
floor space to the department. 

A dealer about to set up a separate all-year department for giftwares 
has many questions to ask about operations and management. Here 
are answers to these basic questions. The answers are from hardware 
dealers who are successful in giftwares merchandising and well aware 


of the need of an average dealer using his space and capital wisely. 


From $100 to $200 is enough, with a top of around $1000. Spread 


Initial inventory your capital over many different items to give the department the 


appearance of having quite a range of selections. Buy only one, or two, 





of an item to get started. 
Change your merchandise lines when replenishing your stock. Many 
giftwares customers are shoppers who come to the store fairl) 
looking for new items. Reorder only 
new lines. 
Hold off buying in quantity until 5 


the extra capital to invest in stock 


i Wall space of 8 to 16 feet, with possibly 


The area should be in the front of the store, 





Window displays are helpful. Perforated 
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be used In open front stores. Giftwares displayed on one side of the 
board attracts attention of sidewalk traffic, those on the other sid 
interest trathe along a store aisle. Glass shelving along a wall 


window, or a side window near the main entrance, is an ideal spot for 


; , ‘ss 
showing colorful gift items. 


Figure on an average mark-up of 100 percent. You may have to take 





Mark-up > 


a lower mark- ip on popular, competitive items. You may get a bigger 
mark-up on unusual, distinctive looking items. 

Remember: giftwares sales and handling costs are higher than those 
of other departments. Gift wrapping is an added, but necessary, ex 
penst The department needs more attention in housekeeping, arranging 
of displays, and in advertising and promotions. Frequent buying, In 
small quantities, means more time required for buying and checking ht 
shipments. 





e 


7 . 

hats rong Below $1 you get into the variety stor type of market. Competition 
is keen. Mark-ups are lower 

Above 35 vou tle ip capital and limit your selections and frequen 
of changing lines. There is an active market for $1 to $5 gifts even 
wealthy communities, especially for party and small remembrance gift 

After vou have tested your market, you can experiment with m 
chandise above and below your initial limits to determine th 


; 


price range tor your trading territory 





oncentrate ve r buving, initial! with one sup er 
Source of supply > ny, ALLY, I uppli ! 


You save on shipping charges by getting maximum weight in e: 


shipme nt our total purchases, even though small, will be attractiv 


for one supplier who will be interested in cultivating your account 
Many sources of supply will not be open to you at the start. Supplie) 
with unusual merchandise, with “hot” lines, keep them back for favored 


customers, those who give them a big vol 


ime. Also, you will find som: 
’ 


suppliers giving exclusive territories to dealers 


















Selections 7" The fundamental rule in buying is: select merchandise you think 
epee 


want. Do not buy merchandise just because 


a 
_— 
— 
j 
* 
— 
_ 
— 
Z 


rlitwares is ought because of Its appeal, not for iT itilitVv va 


What appeals to you may, or may not, appeal to your custom: 








Mistakes will be made in buving. Face up to this fact and when v: 
Clearances —_ i i i VUY ITE ( if ) if i] 


think you have a dog, look at it from three angles. 


First, consider if the merchandise is in advance of the market. Pi: 














for instance, caught on later in some sections of the country tha 
others. Bold buyers in those slower areas who bought pink merchandis 
when the trend was first apparent took on merchandise that was n 
salable immediately. However, when pink caught on in their comm 
ivers had merchandise for their market. If you have bought 
in advance of the market, put the merchandise aside and display it late: 


econd, consider if a new, fresh display will move the merchandis¢ 


- 
» 


One giftwares department manager could not sell pink Italia 





ign ne display was at fault. One day she found an old 1 
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quoise colored dress in the attic. The color combination had possibilities 

pink on turquoise. The material was used as a backdrop. Within a 
few days the pink Italian pottery was sold out. 

Third, if possibilities one and two above do not answer the problem, 
then put the merchandise aside for a clearance sale. 

Limit your clearance sales to two a year. Otherwise customers may 
get the impression you are a reckless buyer and that your store is loaded 
with slow movers. 

Clearance sales should be tied to a store event. One clearance can be 
held in January, as a pre-inventory sale. Another can be in late summer, 


‘ iy : ‘ ** vs ‘ s< , as te > " “; i - ] ~ . } 4 . 
a STOC k ( learan e sale to make Way lO) new fall] mer handise 


The arrangement of your merchandise, the groupings and back- 





Displays 


grounds are tremendous factors in building sales. 

Trends are important. Often a display creates a trend. Woodenware 
may be popular in your community simply because 

Display giftwares in settings. Show how the 

corative purposes. Play down mass displays. 

Rearrange the department often. Change groupings, Change the 
location of merchandise. Customers object to frequent changes in house- 
wares and hardwares. They like ‘to be familiar with department layouts. 
But this is not the case with giftwares. Customers are mainly shoppers, 
browsing around the department to find new merchandise, get new 
decorating ideas. A changed location presents a line in a new setting. 

Watch your lighting. Use incandescent lighting from above. Fluores- 
cent lighting tends to distort color. Use fluorescent under frosted glass, 
for lighting from below. 

Be bold in your arrangements. Use striking color combinations and 
backgrounds. This is one department where you can be daring. It pays. 
(he manager in a hardware store giftwares department decided artl- 
ficial flowers would set off merchandise. Soon customers asked about 
the flowers, wanted to buy them. The store now sells around $100 in 


artificial flowers each month. 


This is your best promotion. A distinctive gift wrap advertises your 





Gift wrapping 


store in places, and under conditions, other media can never reach. 

For a beginning, lay in boxes of different sizes, of the same color or 
design. Use the same color paper for wrapping, and also the same color 
ribbon or bow. 

The ultimate is a distinctive box, with the name of vour store im- 
printed on the cover and the finest of wrapping paper and tying mate- 
rials the budget will stand. Your aim is to make your name on a gift 
box as distinctive and quality-denoting as the word “Tiffany” or 
“Marshal! Field” on a gift box. 


. 


Put a woman in charge of the department. She should have a flair for 





Employees 


homemaking and decorating, and a good sense of colors and arrange- 
ments. She should be able to sense the tastes of cu rs. She should 
read the home maker consumer magazines 

beware of the woman with extreme taste. She may 
market in buying, recommend colors and designs 
customers, and tend to load the department with 
price brackets. 

Getting around in the community, socially, in church and school and 
civic activities is an asset for a woman manager or employee. Leads on 
weddings, parties and so on build volume sales 
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If 1 managed a Golftwares epartment ... 


by H. Elaine Hogan 

Our Own Hardware Co. 

Minneapolis, Minn. 

Ample stocks in well-lighted displays handled by helpful, 
cheerful sales people make hardware store giftwares departments 
successful, points out the author who, as a buyer for a wholesale 


firm, has first-hand knowledge of retail store management 


The occasion for FIVING a gift isa happy one. Displays must be kept seasonable. A Tom and 



















: 
| It may be a wedding, an anniversary, a birthday, Jerry set on a shelf after Jan. 2 can ruin an 
a graduation or Christmas. Buying a decorative entire display. 
item for one’s home also is a pleasant task. The displays should be kept full—that 1s, n 
lf a gift department is well stocked, displayed holes—at all times, but never crowded. Your cus 
and lighted; if the sales people are helpful and tomers are not interested in knowing that you! 
cheerful, the department should be one of the stock consists of six identical vases. If you dl 
most interesting and profitable in the store. play one and keep an understock, your displays 
If | were going to start a gift department in a will look nicer, and the vase will take on an added 
hardware store I would first determine how much importance 
space to give to the displays of giftware. The Customers should be encouraged to browse, bul 
space will never be ample. must not be ignored while doing s The ale 
Gift merchandise is eve catching and traffic people should suggest uses fo1 different items and 
bullding, and should be at the front of the store. not nesitate to start a conversation WILN a ¢ 
easily seen from the street. All items should be tomer. Approaching a customer with the stere 
placed so that customers and also sales persons type phrase, “May I help you,” leaves the « 
can handle them without disrupting a display. tomer in the position to say “Ne That exact! 
An item held in the sales person’s hand often yhat no merchant want 
looks more important than on the shelf. Women Stock in gift departments must be constantl) 
customers—and they buy most of the gift mer changing. This is particularly true in a smal 
chandise—like to handle and examine an object mmunity 
There are exceptions to this, of course. The taste of the community must be taken ints 
Delicate, fragile pieces may have a small consideration in buying stock. In some commu 
Please Handle At Your Own Risk” card in front nities anything tnat Is modern se in othe 
' them. This does not offend the customer. and communities this type of decor is not accepted 











I Apensive piece 
| +. . . ; 1} . ; . is ions 4 ‘ , : 1] 
nstance, instead Or Snowing all Laz SUSANS ire . i] yOuT adispiays and manv times neip 4 i! 
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Unusual Displays 
Aid Sales in 


Gift Department 


a 
Gift wrapping 
morior Ina y 
mer 
on 


Shelf displays require 
smallspace and 


encourage ovorowsinda. 
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Wall areas cre e» 
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Toy market in 20 year boom 


How to set up your toy department to profit all year from increased 


population in children and added toy buying power of their parents 


by W. D. Campbell 
Sales Manager 
The Geo. Worthington Co. 


, 


Cleveland, Ohio 


in the past few years more and more dealers 
are becoming interested in toys and related lines 
to increase their volume and profits. 

Larger, aggressive hardware dealers for some 
time have gone into toys. They realized that 
proper display, advertising, adequate stocks and 
merchandising, essential to any successful sales 
program, when applied to toys brought delight- 
ful results 

Dealers who were not particularly interested 
in toys years ago, began looking for new lines 
to hold up sales and profits during the holiday 
season around the time of the last war. Encour- 
aged by their results, they have gone ahead and 
expanded their toy lines, kept learning merchan- 
dising methods and enjoy a profitable toy volume. 

The potential toy market is tremendous. 
Thousands of new families are being formed. 
Established families are increasing in size. The 
resulting crop of youngsters is presently at an 
all-time high and will continue, according to 


' , la-« , 7 = 
predictions, at least until 1975. 
| + * . ‘ > Ine 1; T. 
j ~ i~ mportant, TOO. is Tnat living stand- 


aras are nigher, and more money 1s spent on 


[In addition to the terrific market that exists 
ovs during the holiday season dealers find 
a ready market for tovs throughout the vear. 
Summer toys, birthday toys, party toys, as well 


as educational toys run into substantial volume 


_¥ ' ry} rit. 

ai ‘ ; 
4 : . ry) Y + ‘ ‘ + + ] - , 
ke ; a Ti PO! all is he i at tnat other to’ 
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displays bring in extra store trathe and sel 
nousewares, KRILts, appliances, cleaning s ippli 
tools and many other lines. The plus busine 
ite often exceeds the LOY volume 

“A woman will come with a youngster to see 


what toys are being offered,’ a dealer told me, 


“and get an idea of the toys that appeal to ths 
child 
“Later, she returns by herself to make the 


purchase and have it set aside in our lay-away 
department Just before Christmas ne corm 
in to pick up her toys. I don’t know of any other 


merchandise in our store that creates a much 


- 
~ 
- 

~* 

~ 

~—w 

a 
. 


dise tovs for the Christmas trad 


| ) . 
things to think about A few of them are the 


aa TTi' nt of inventory that should be carried, lines 
tha hould be stocked, location and fe ot dis 
play, Mark-up, type and amount of advertising, 
clearance sales and sales personne 

\ dealer should approach the inventory prob 
em from the standpoints of competition, space 
in his store, his available capital, and from the 
amount of toy volume he expects to do. A survey 
of competition as to lines carried and number of 
competing outlets serving the community, should 
pe Mads 

Keep in mind that a toy inventory of $500 o1 
less Vv not produce much in the wa it added 
als na ] rit 

Most dealers feel that a toy sale of | thar 


$1 is unprofitable. The cost of display, selling 
and wrapping expense more than eats up the 
profit involved. Toys for boys and girls of all 
age groups should be included from $1 up to $25 
retail. In addition, many dealers feel that they 
should add one each of a few unusual toy items 
of a higher retail price, to make store and win- 
dow displays distinctive, and to offer a broader 
price range of toys. Doting parents or relatives 
frequently like to buy the most expensive toy 
item that can be found. 

A visit to a good supplier’s toy show, and the 
help of his trained and experienced sales person- 
nel will usually settle the question of lines to be 
stocked. 

Location and size of display are sometimes 
determined by the space that’s not being used 
for anything else. 
mistake. 


related lines should be 


In our opinion, this is a big 
During the Christmas season, toys and 
given some of the best 
space in the store. Displays should be easily 
accessible, well lighted, and in an area where 
adults and children can examine them to make 
their selections. 

Some dealers Carry a limited number of items, 


it a neavy warehouse stock of all items dis- 


played. Orders are filled from the overstock and 


lisplay samples are sold before Christmas at a 
reduction. 


Vyiner deaiers carry a wider assortment of 


their 
This eliminates markdowns of display 


quantities, and fill orders from 
displays. 
sampies, but requires more display space to do 
‘he same volume of sales. 


ost toys purchased in full carton quantities 


ipject to approximately 40 pct discount 
manufacturer's list or suggested retail 
f sold at the suggested or established 
price this represents a mark-up on cost of 66° 
The majority of dealers follow this mark- 
least until shortly before Christmas. 
ry dealer who carries toys, and particu- 
getting into this line, should 


those just 


ivertise 


heavily during the Christmas season 


Many distributors have a consumer booklet 
available, featuring key toy and gift items that 
the dealer can use as the backbone of his adver- 
tising program. These booklets offer the dealer 
a sound program at minimum cost. This may be 
supplemented by newspaper and radio advertis- 
ing. As toys normally carry a longer margin of 
profit than many other lines, dealers may spend 
6 or 7 pet of sales for advertising. 

There is an increasing trend for hardware 
dealers to maintain a year-round toy depart- 
ment. 
played in this permanent toy display and other 


Carry-overs after Christmas are dis- 


easonal items such as sand pails, play ponds, 
beach toys, etc., are added in the appropriate 
season. 

Dealers who do not carry toys all year can 
shortly before Christ- 
mas and offer reduced prices on stock and dis- 
play items. Many 


plan for years, and consumers in the area look 


feature a clearance sale 


dealers have followed tnis 


forward to this annual event. 

A distributor can be of major assistance in 
helping dealers capitalize on the huge potentia: 
Worthington’s set 
ip a complete showing of toys and other holiday 


that exists for selling toys. 


lines. Hundreds of dealers from several! states 
come in to see the latest in toys and gifts and 
make their selections. We prepare a toy catalog 
for dealers’ use in reordering and in making 
stocked. 


for our 


consumer sales of items not normally 
booklet 
These are im- 
printed with the name of the dealer, and have 
produced outstanding results. 


We provide a toy and gift 


dealers to mail to consumers. 


A dating program 
that applies to toys, gifts and other holiday lines 
is extended to our customers. The bulk of our 
Christmas toy sales are to dealers who take 
advantage of this dating. 

Any dealer who is interested in increasing 
profits, and store traffic, during the Christmas 
selling season and throughout the vear, should 
certainly investigate the opportunities that exist 
in the proper merchandising and selling of toys 
and related gift lines 
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an Christmas toy promotions now! 


Plan your window and store displays, mailing pieces and advertis- 


ing; arrange to employ and train extra sales help to get your store 


ready for its share of the $13 per child potential in Christmas toys 


Association of the key letters in a word with 
the basic ingredients of an idea fixes the idea in 
Our mind. ich an association Works In Christ- 
mas toy selling. Let the T in toys stand for 
ne VU for organization. the y fo Ou 
ind the S for stock. There you have the essentia! 


ia profitable (hristmas toy mer handising pro- 


Timing is the most under-rated element in 
vour ( hristmas Lo promotion, and the most in 


ryeyrrt ‘ 


rial 
Now 1s the time to pian your StOCKS, your help. 


your space, your promotions and your windows 


Some dealers think they are ahead of the game 


if they start in September. They're fooling them- 


selves. They never have time to organize all the 


NHecessafl\ 


letails. Many projects started are lef: 


done. And these are the projects that drain 


zs 


nail 


ar ' . o | . ‘ — : } 1} ' . 4 
Plan vour sales organization carefully. Christ- 
+i } heal ’ 
las means additional sales help. Don’t attempt 
yet ist anybody as extra sales neip That's 
the , . tar | L arnt 1 earl 
anotner reason tor looking around ear! 
"| “4 y j ] > ‘ : . TT} . ] . | od on 
[rv grade school teachers. They know children 
and toy > intimately. They have stat iTe if} the 
>** ' . l. . . ‘ , : - 
community. [If regular teachers can't fit in witlt 
vour needs or store hours, try substit 
7 P fs ' tired Ter h 7 'T gs ‘nore ry) 1 + ,¢ 
Ors Li i pic Pal Tit rs lear he} ' a ,alti «A 
higher salary than teen-agers, but they will mak 
ip the difference in sales and goodw 


lL se a nuskv DOV Ior deliveries and assemobiin 


vheel goods, hobby horses and crated toys. You 


; 


getting stock from the 
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back room during rush periods. Don’t let expe: 
enced sales help leave the floor to get stock a 
hunting through cartons in storage may mean 
customers Will walk out because of no attention 

Training your organization is important. Ever 
sales person must be familiar with every toy. Not 
a minute should be lost running from one end of 
the store to the other to find the “toy expert 
who knows how each toy works 

The Y stands for youth millions of then 
There are eight children born every minute. For 
every child from 1 to 14 years of age, approxi 


mately $20 worth of tovs is bought annually. Of 


‘> 


that amount, $15 worth was purchased during the 


Christmas season. Most toys are purchased fo! 


" ™ ‘ 4 = ; ° . , . 
children from 2 to 6. Every child in the 2 to 6 

- : SS Res ; > . " . +. . “ »7 
aye ranye yets Dede) Wi rin of Tos ~ pel ef’ur;T. no. ! 


rth during Christmas. 


ss ‘i> 


What does all this mean to you? On the ave 
age, every family that’s a customer has one and 
a half children. Multiply the number of your 
customers by one and a half. Then multiply again 


by approximately $13. That's your Christmas 


’ 
' 
; 


tov potential. 


To attract children, make your store unusual! 
Give children some reason for Coming in and 
dragging their parents with them. Some store 
fly Santa Claus in by helicopter. Some stores give 

vay candy sticks or small inexpensive toys like 


ini (Ons OTT hold contests (one store reads 


ette) to Santa’ on its radio program and 
awaras prize for the best letter 
}) mote ’ Tare TC the heat of ‘ ability 


If you do business with a wholesaler who offers a 
catalog, use it judiciously. Send it out a few days 
before Thanksgiving, or Nov. 15 at the earliest. 
The urge is to get the job over and send it out 
early. This means you stand the chance of having 
it tossed out before the time the family serio isly 
decides to buy. Over 60 per cent of all holiday 
toys are bought after Thanksgiving. 
Newspaper or radio advertising is a waste of 
money during the Christmas season unless 
advertise special sales which pull in traffic, and 
advertise regularly throughout the year. Make 
your ads look different from the dozens of other 


ads of classic content that appear at ‘ hristmas 


You 


Television is another story. If you can afford 
it, local television is a powerful medium. Children 
up to six believe what they see and hear. If their 
television favorites tell 
doll 
frontier rifle, you'll 

One of the ways 


them 
and 


girl must 
needs a 


every 


have a nursing every boy 


be safe in stocking up. 
to benefit from television is to 
follow the news about the nationwide television 
plans developed by the top line 
Half a 


coast television plans inic 


manufacturers. 


dozen have already announced coast-to- 


luding the list toys 


these 


and counter space to 


they plan to promote. Take advantage of 
plans by devoting window 
the television promoted toys 

Won't forget window displays. An exciting toy 
and old. You 
change it often, but keep the 


looking clean and interesting. Use 


display 


nave TQ 


stops them, young don't 


displa : 
plenty of elec- 
trical gadgets, sound effects and music. 
The final ingredient, S for stock, is the hazard- 
ous part of the toy business 
If this is your first year in the toy business, 


consult an expert on the lines you should carry. 








Type of toy: 

Electric trains, accessories 
Housekeeping toys 
Nursery toys 

Mechanical toys 


Wheel goods 

Christmas decorations 
Pre-school toys 

Stuffed animals and soft dolls 
Picture and coloring books 
Dolls and related items 
Musical toys 

Costumes and playsuits 
Juvenile athletic goods 
Games 

Outdoor toys 





How to stock your toy department 


A suggested basic list of your toy inventory subject to 
changes for conditions in your store's trade territory 


Juvenile furniture, doll furniture, blackboards, sleds 


‘renandise mean 


The fad for Davy ‘ 
a heavy concentration In items again 
Dolls are doing better Indicati 
are that 


down. 


: ’ \ 
wheel goods and 


Hobby kits and construction sets 
Plastic toys and trucks are selling w 


Prices are steady this year, but you may have 


a local problem. A major competitor may he a 


hobby center or a store with specialized 


drug 
types of merchandise. 

A wholesaler can be of tremendous help. Yo 
can trust him to help vou select tovs which have 
been selling well all 


| ] . ‘ . : 
year. | niess you are an eCxX- 


’ 


ceptionally large toy buyer, individual 


turers will not sell you direct in any case 


manutac- 
Once you’ve placed your order early and 
ceived your stock, the next important 
display it properly. Your toy counters shoul 
in the front of the 
vou are in the toy business. Once you have gained 


step 


store the first vear or 

a reputation for toys, you can move your depart- 

ment to the back of the 
Don’t hide toys under stacks of boxes or flat 


another floor. 


store or to 


Hang them from the ceiling, stand 


them up on counters, take one sample « 


on shelves. 
\f each out 
of its package and put it where customers can get 
at it. 

Let people see them, feel them, even play with 
them. Most are impulse items. 
rarely a good deal of hesitation. 
parent likes it right off or he doesn't. 

Mark your prices prominently. 
failure this 
will depend on your ability to combine t-timing, 


There is 
Kither the 


toys 


Your success or with toys year 


. 


o-organization, y-youth and s-stock into a single 
unit. 





Percent of total stock: 
15 
15 
12 
10 


co 
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ay-aways.... 


Your credit promotion on holiday goods 
Christmas sales volume and store traffic benefit when you offer your 
customers a prepayment installment method of buying toys and gifts 


A lay-away program for Christmas toys and Post lay-awa\ igns in prominent places 


gifts pgrades your holiday sales, and encour- throughout the store Larger Signs can be | aced 


ages customers to make selections early) Lav- at major traffic spots, smaller cards on counters 
awavs create store traffic all through the holiday and shelves ol individual display . hese Sig TS 
season as customers come into the store week Can Ssta\ ; all during your holday selling 
after week to make their payments. season 

Lay-aways put credit to work selling yout Be sure your sales people are briefed on the 
(Christmas lines. You make instalment privileges promotion of lay-away selling for your exclusive 
avallable to your customers. You make this howing. Then push vour higher priced lines 
credit available without handling credit investi Emphasize advantages of customers buying now 
gations You do not have to repossess mercnan- to get full selections and fresh stock Your 
dise for you have no losses. Your customers, in exclusive showing customers will be well known 
turn, Nave more Christmas monev to spend f } and reliable so Writing of lav-away sal Can be 
tnev a not pay interest or carrying charges a mechanical! operation 

Now is the time to plan your lay-away pr 2. After the exclusive showing, hold a specia 
gram, to get it moving next month and certainl\ earlv-bird showing for the general publi 


right after Labor Day. The earlier you Start, Advertise the public showing in your news 


the more opportunities you have to sell bette: paper and radio advertising. Select a theme for 
grade merchandise, to sell your customers bigge: our toy department and play t! ip in your! 
bills of goods for they will have more time to promotion 
complete payments before Christmas Hold the public showing during regular store 
Here is a three-point program that will start nours 
if lay awa’ selling with a bang. P t more emphasis on tne detall of lav-away 
1. Hold a preview of your Christmas lines. an buying. Stress the small down payment, no in 
eX ( nowing for a sele ted list of cu terest or carrving ‘¢ narges, and le drain on the 
ton customer's Christmas gift budget. Point up the 
M a special invitation over a list compiled advantages of early Christmas shopping to get 


from your rey ilar mailing. better selections. fresher sto KS, DIUS personal 
Hold { n tne evening, aiter regular store comfort of customers shopping before the vig 

nours ist before you put your toy lines out for crowds begin to fill the store 

regular sale if youl complete inventory is not Oo. set D i pecial Window a play featuring 

In, obtain a sample of each line for the exclusive lay-awa 
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Use signs showing the amount of down pay- 
ments, and weekly payment terms. Stress the n: 
carrying charge feature and appeal to the budget- 
customers who buy better 
Tie in your window lay-away display with 


conscious Want to 
lines. 
merchandise displayed in the store. Repeat lay- 
Christmas goods. 

program, 


Refer to lay- 


away terms on signs in all 


As 


promote it 


start iav-awaly 


in all your advertising 


S00n as Vou your 


aways in every advertisement, in every radio 


announcement or program, and get a rubber 


| ” — ‘ 
imprinting or type a lay-away iine at 


statement 
intil Dec ] 


; ’ 
y-aways have proven themselves as the plu 


amp Io! 


: - 
of every and plece 


pottom 


mail sent out from now 


credit selling for boosting Christma 


yice If 


and gift volume. To get the most out of lay- 


promote tnem constantly and set up a 


le = Make Sure 


‘m for handling lay-aways Sa 


all sales people understand how your system 


vorks so they can explain it to customers. 


Lay 


qj ite 
ised 
record 


Another 


payments 


away accounting systems are basically 


simple. Your regular sales slips can be 
marked triplicate 


One copy is 


“Lay-away.” <A 


the 


and 
nest. customer 


is kept 
The 


is given 
in a special! fie for lay-away 
third copy is attached to the 
pur hase. 

Another way to handle the sale is with a three- 
All 


is fastened to the package. 


numbered. 
Another 
used for 
The third 

paymen, 


part perforated tag. parts are 


Une part 


part is given the customer, and can be 


recording the 
is kept 


nie Tol 


customer's payments. 


part in your special lay-away 


recording payments 


. . - ; : 
“yy ada = la) Senni7Tart tr elle. 
ge sFCuU Orgd zZeo ‘ r nongi g 


an > 


Prmrnainrs 


fi 


amr 
~ 


g 
rr 
{ ial ) 5 
a 
Et ae 
© Sof ce 
- P pee F. 
| 
iy 4 | 
. 


and outgo 


~ ¥ 


Pes w 


1. a § , ~~. 
Lay-away accounts should be kept In a sepa 
Ter 


rate file in the store office or at the wrap counter 

so your cashier can readily find the records. 
Credit applications and investigations are not 

You retain the merchandise unt i] 


it 
necessar’ry\ all 
no risk 


payments are completed so you run of 
Make 
understand at the 
the pi: 


: 
44 


or repossessions. sure. ne wever 
your customers 
chase the basic 


These requirements are the 


los on 


time of pur 


of 


requirements n 


amount and tim 
ing of payments, and the date for final payment. 
The date In 


case the customer defaults you the mer- 


usually is set for early December 
can put 
chandise back on your shelf in time for Christ- 
mas selling. Also, if payments are not completed, 
do you retain the down payment, make any kind 
of penalty payment, or refund the entire amount 
paid in? Most refund the 1 paid in, 
in cases of default, but if amount is 


this should be thoroughly understood at the time 


stores otal 


kept 


any 
of purchase. 
Set up a final payment date so you can sched- 


Then 


minute confusion and delays. 


ule your deliveries. you can avoid last 


Arrange for sufficient separate storage space 
Partition off part of your base- 
ment or stockroom with wire, and have bins and 


for lay-aways. 


shelving of different sizes to accommodate bulky 
and small packages. Remember your storage re- 
quirements change constantly as more packages 
come off the floor, payments 
completed and customers take home their pur- 


and as are 


sales 


chases. Set up a system to avoid time lost in 


finding purchases, and to consolidate the entire 


area for efficient use of the space. 





Lay-away > TICKET 


No. 


cA, 


Ce. a 


0.68 2.15 AS YOUR ROCPIPTS 


STUS white mene AL PAY REEITE. BF 


Tamm Al 
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Displays that 


Increase Sales 
in Year Around 


Toy Department 


Dolls are basic 


A Wall displays 


q Island displays on 
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How are your toy selections? 


Check your toy stocks against this list to determine what lines 


to add to make your 52-week toy department more profitable. 


Infancy to 2 years 


. Bright-colored, light-weight washable toys. 
.. Smooth, rounded-edge toys too big to swallow. 
.. Beads to bite. 
.. Stuffed animals and dolls to cuddle. 
. Large blocks. 
..« Picture books. 
.. Sand toys. 
. Rubber, plastic and wooden bath toys. 
. Large rattles, chime toys to develop sense of 
hearing. 
. Balls, push and puil toys to encourage creeping 
and walking. 


Nursery school age—2 to 4 years 
. Push and pull toys. 


.. Pedal toys for exercise. 
. Building blocks. 
.. Color cones. 
. Nested blocks, peg boards and pounding sets 
to teach finger manipulation. 
. Crayons and chalk for use on large surfaces. 
. Dolls and accessories. 
. Housekeeping equipment. 
. Steel and wooden toys to ride on. 


Kindergarten—4 to 6 years 
For boys and girls 


. Push and pull toys. 
... Pedal toys for exercise. 
. Building blocks. 
.. Color cones. 
. Nested blocks, peg boards and pounding sets 
to teach finger manipulation. 
. Crayons and chalk for use on large surfaces. 
. Steel and wooden toys on which children may 
ride. 


For girls 


... Dolls, doll costumes and accessories. 


From 6 to 8 years 
For boys and girls 


... Toys and games to encourage group play. 
... Games to encourage nurmber skill. 
... Books for children to reed. 


54 


For girls 


...Dolls and costumes and accessories. 
... Housekeeping toys. 
... Handicraft items. 


For boys 


... Construction sets. 

... Science toys. 

... Electric trains and accessories. 
... Simple model building kits. 


From 8 to 10 years 
For boys and girls 


.Games to teach spelling, arithmetic, geo- 
graphy and history. 

.. Wheel goods. 

. Active games. 

. Juvenile sporting goods. 


For girls 


...More difficult handicraft sets. 
... Drawing and painting sets to stimulate artistic 


skill. 


For boys 


. More difficult construction sets 
.. Science toys. 

. Carpentry tools. 

. Railroad systems. 

. Printing presses. 

. More complex model making kits. 


For 10 years and over 
For boys and girls 


. Games. 
. Books. 
... Puzzles. 
.. Wheel goods. 
. Games supplementing school work. 
. Games requiring team work and skill. 
. Juvenile sporting goods. 


For girls 
... More difficult handicraft sets. 


For boys 


... Scale model building kits. 
... Science equipment.. 
... More difficult construction kits. 
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Sell Vaughan’s Spring Flowering Bulbs in Ful! 


C 0 lo r C ar t ons Check Your Selection of Varieties in List Below. 
Packed 24 boxes to the carton and shipped in carton lots only. 
You may include up to 24 varieties in a carton. 


Vaughan’s Seed Company, which Our suggested retail price $1.00. 
since 1876 has been one of the largest r Hee Re Re Re Re ee eee ee eee ee 
' 


importers of bulbs from Holland, now | VAUGHAN’S SEED CO., 601 W. Jackson Blvd., Chicago 6, Ill. 


offers bulbs of top quality in boxes bear- ; Please ship me the following spring flowering bulbs in cartons as illustrated 





are imported by us direct from Holland, 

and have passed the inspection of both Firm Name 

Dutch and U.S. authorities. They in- | Address 

clude the most popular named varieties, ; 

and are all of flowering size. | City 
Shipment will be made by Sept. 15. 

Send us your order promptly and it can 

come on the first boat. | Please send your dealer's catalog 


ing pictures in full color, as shown 1: No. of Bulbs per Price per No. of Bulbs per Price per 

above. Boxes Size Box Boz Bores Le Box Rox 
These best sellers of the fall planting | DARWIN TULIPS: PARROT TULIPS: | 

season will appeal to every customer ' —“ity of Haarlem. .... 11-12 10 $0.50 Blue Parrot ) Ll-12 lt $0.50 

who enters your store. In repeated tests, ' Eclipse seecoceuoeces ; ] ]. 2 10 50 Fantasy ; ; , ] | ° l Z LO $0 

sales and profits have doubled in stores ! Farncombe Sanders. . 11-12 12 50 Sunshine 11-12 50 

- 

which formerly offered bulbs in baskets , —-Mergeeux.............. Ll-l2 10 -50 HYACINTHS: 

or labeled bags. j Northern Queen .. 1l-l2 LO 50 City ef Haarlem 25-16 ‘ 50 
lf ou have been sellin bulbs b ! Princess Elizabeth eeeeeeee ] 1-12 12 50 Grand Maitre * 1s ite ‘ $0 

Pe A pe an aiae wil] oa peor rae : i ccsfabagaecveese Ll-l2 12 50 Le Victeire.. | 15.16 ‘ 50 

sponte tinea , lf any we not sold ! Phillip Snowden er | 12 50 L' Innocence 15.16 ‘ 50 

Sallie this is ashes one teen been w t. Queen of the Night eee eees ] 1-12 12 50 Pink Pear! - | 5. if ‘ 50 

ian i _— wn pe ee sees BEPEE 10 50 Mixed... 15.16 6 56 

—— | _ The Bishep........ 11-12 10 50 = 

: ort at who ned no intention of Zweneabere 11-12 12 $0 CROCUS—Mixed.... = 50 

u ying | uibs will take home a few boxes Mixed... a se 12 50 MUSCARI—Heavenly Bive 2d 50 

and teil their friends about them. You ' COTTAGE TULIPS: SCILLAS—Spring Beauty 25 $0 

have no losses from skinned or damaged | ~~ mena 11-12 12 se 

bulbs and no waste from picked-over ' on ~~ 1l-l2. 12 ro NARCISSUS: 

. basket displays. Varieties are kept sep- 1 Princess Margaret Nese... 1h ’ Dick Wellbend........... DN 2 8 50 
a better bulb, because it has been pro- ' George Grappe. . 11-12 10 50 Texas (Dewble) DN 2 8 50 
tected. SPECIE TULIPS: Mixed Ti es DN 2 12 50 

All varieties packaged by Vaughan’s | Fosteriana Red Emperer 11-12 8 50 mis. 25 
' 
i 
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To replace broken panes: 


Sell “PENNVERNON”... not just “window glass” 


...and sell a spare, too! 





“SMASH” goes the window — and 
there’s another customer for window 
glass. And another opportunity for 
you to sell a piece of Pennvernon 
Window Glass. But don’t stop there. 
Sell him a “spare” light, too. That 
way you Il double your sale, and save 
your customer a trip to the store the 


next time he breaks a window. 


When you buy new stocks of win 
dow glass always make sure that it’s 
Pennvernon. And be sure to look for 
the distinctive label that appears in 
the corner of every light of Penn 
vernon Window Glass. This label is 


yours. and your customers assu! 





ance that this is ““window glass at its 


best.” 





Pennvernon has a brilliant. refle 


tive surtace with a finish thats so 





smooth and even it resists the ac- 
cumulation of dust and dirt. resists 
scratching, and is so easy to clean. 
Its color is constant, it wont fade 


with the vears. 


For more data on Pennvernon 
and details on the free Pennvernon 
sales aids, call your jobber or write 
Pittsburgh Plate Glass Company. 
Room 5210, 632 Fort Duquesne 
Blvd, Pittsburgh 22, Pa. 


i. . ~~ * . 


s 
te oe 


AND REMEMBER... always sell a “spare” piece. too. 


Pennvernon Window Glass 


PAINTS - GLASS + CHEMICALS - BRUSHES - PLASTICS - FIBER GLASS 
dim: © 2 @ eo oe SS ee ieee eee ee ee 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 





ottest sales idea 


in 22 ammunition history! 


Here’s a 22 short cartridge that practically sells itself. It’s the excit- 
ing new Peters “Thunderbolt.” They give your customers more 
bang, more zip, more fun than ever before . . . and they give you 
more sales! Specially developed powder for faster ignition, faster 
burning, and greater speed. New, exclusive, specially designed 
composition bullet. 

Another big selling feature of Peters “Thunderbolt” is the small 
unit package of 28 cartridges. It's the most convenient ammuni- 
tion container yet designed . . . a flat pack, wrapped in protective 
cellophane, with a zip-tape opener. And theyre delivered to you 
in an eye-catching dispenser that makes an attractive counter dis- 
play. So, set it out front where your customers can see what they're 
buying at a glance. 

Your customers will be demanding Peters “Thunderbolt.” Be 
sure you have a full stock on hand. Place your order today! 


Salty 
PACKS THE\ POWER! 


PETERS CARTRIDGE DIVISION, BRIDGEPORT 2, CONN. 
“Thunderbolt” is Reg { +. Pat. OF. by Peters ari ig ivision, Kemingion Arms ¢ 
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Texas Wholesale Convention 





wholesalers study methods of 


Servicing an expanding market 


Texas meeting sees important 
role for independent dealers 
and wholesalers in expanding 


southwest market 


Better means of servicing the 
expanding market for hardware 
supplies in the Southwest occu- 
pied most of the attention of the 
members of the Texas Wholesale 
Hardware Assn. at their annual 
meeting in Ft. Worth, Texas, June 
17-18. The meeting was held 
jointly with the annual conven- 
tion of the Texas Hardware Boost- 
ers Club. Some 600 wholesalers 
and representatives of hardware 
manufacturing firms, and their 
wives, attended the meeting. 

Election of officers of the two 
W ood, vice- 
Hard- 
ware Co., installed as president of 


groups saw Joe F. 
president, Corpus Christi 


the wholesalers’ association, and 
Joe F. Torbron, Lamson & Ses- 
sions Co., named president of the 
Boosters Club. 


58 


Joe F. Wood, the new president 
of the wholesalers, predicted that 
there would be a further expan- 
sion of the southwest as a hard- 
ware market, in which the inde- 
pendent dealer will have a prime 
opportunity to share in the in- 
creased business. 

However, he emphasized, to get 
their proper share of this busi- 
ness will require that they ex- 
promotion activities 
willing to adapt them- 
selves to the demands of today’s 
market. 


pand their 
and be 


Store displays are espe- 
cially important, he said, and cus- 
tomers are becoming more ad con- 
scious. Good lighting of stores and 
the use of air conditioning to 
make shopping comfortable are 
important in attracting customers, 
Mr. Wood felt. 


The new president of the whole- 
salers’ group said that the future 
would see a strengthening of the 
dealer - wholesaler’ relationship, 
with each performing those ser- 
vices which he is best equipped 
to perform. As an example, he 
cited the aids which wholesalers 
can provide dealers to help them 
do a better promotion and mer- 
chandising job. 

Mr. Wood cautioned against the 
adoption of untried distribution 
policies which in the long run will 
work against the best interest of 
the independent dealer and whole- 
saler. Most of today’s problems, 
he stressed. are not new. In 
slightly different form, the trade 
has faced and solved similar prob- 
lems before. He was confident 


that today’s problems would also 
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Millions and millions of users 

of METLTOP. IRONING TABLES 
are potential buyers 
of 


MET-LTOP 
$. COVERS 


sores CUSHIORNIAG 
GOOD/YEAR 


, Ad 








FOAM RUBBER 





waffle-weave and foam rubber pad has just the right texture 
and thickness for fast, wrinkle-free ironing. Cover is 
Sanforized, will never shrink. For all standard-size tables. 


heavy waffle-weave pads hug the top of table, fit snugly 
over back and nose, have a surface designed for use with 
either dry or steam irons. For all standard-size tables 





‘ ni OPE 
dl) Ds 
No. 375 | 87” . No. 72 
; PAD AND COVER SET . PAD AND COVER SET 
Made with famous GOODYEAR AIRFOAM, durable | “Made right to fit tight”... these Sanforized covers and 









ee > ~ - on ~ <_< «= 


No. 52 CHAMPION No. 107 
PAD AND COVER SET IRONING TABLE COVER 


An economically priced set... 
yet made of long-lasting ma- drill, with a smooth, taut sur- 
terials that will make ironing face. Sanforized, these covers 
smoother and easier. Plastic seni 
bag can be re-used in the can be laundered repeatedly 
home in many ways. For all without losing their shape. 
standard-size tables. For all standard-size tables. 


GEUDER, PAESCHKE & FREY CO. «¢ 1700 W. ST. PAUL AVE., MILWAUKEE 1, WISCONSIN 


EXPORT AGENT: 25 Beover St... New York 4. N.Y 










Made of heavy diagonal weave 
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Here are 


4,983,000 





sood reasons why | 


That's how many families this Bassick 
Saturday Evening Post ad calls on. 

With consistent campaigns in the Post 
— and over 50 other national publica- 
tions — it’s no wonder so many more 
of your customers are sold on Bassicks 
than on any other glide or caster. 

Make sure you're well stocked to help 
them. And ask your distributor about 
free Bassick Caster and Glide displays. 
Call him today. THe Bassick COMPANY, 
Bridgeport 2, Conn. Jn Canada: Belle- 
ville, Ontario. 





Bassick 


A DIVISION OF 








BAKING HORT KOHDS OF CASTERS «©pMAKINE CASTERS 00 MORE 
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Among the officer 
group tor the 
Neely of Am 
Walter Tips Co., 2nd vice-president, an 
Mr. Weddington was re 


frreosurer. 


~ 


Officers of the 


I st 7) 


Sfior 


rs of the Texas wholesale association who will lead the 
next year are, lett to right, Joe F. Wood, president; Jack 
arillo Hardware Co. 


ice-president Cor Johnson of 


d Howard Weddington, secretary- 
“tory 


e 


TEXAS WHOLESALE HARDWARE ASSN. 


Elected June 18. 


President 


Joe F. Wood, Corpus Christi 
Hardware Co., Corpus Christi 
president 

R. C. Neely, Jr., Amarillo Hara- 
ware Co., Amarillo 


Ist vice-f 


2nd vice-president 
Carl A. Johnson. Walter Tips Co 
Austin 


Secretary-treasurer 


Howard Weddington, 1327 Na 

tional City Bldg., Dallas 
Executive Committee 

Fred W. Heitmann. F. W. Heit- 


mann Co., Houston 


1955 


Joe F. Wood, Corpus Christi 
Hardware Co., Corpus Christi 

R. C. Neely, Jr., Amarillo Hard- 
ware Co., Amarillo 

Carl A. Johnson, Walter Tips Co., 
Austin 


Harry G. Black, 
Co., Galveston 


Black Hardware 


W. H. Philp, Huey & Philp Co., 
Dalla 

D. R. Bonner, Bonner Wholesale 
Horaware Co Sulohur Springs 


J. W. Cole - a C 
Co. Bro WwNSv! le 


hica Hardware 





be solved and that the independent 
dealer and wholesaler would con- 
tinue to be the bulwark of the 
hardware trade. 

Mr. Wood said that he felt that 
the greatest opportunities for both 
wholesaler and dealer will come 
from a fuller realization that 
wholesalers and dealers are part- 
ners and each should concentrate 
on performing his own function 
more aggressively and more effi- 
ciently. 

An indication of interest taken 
by wholesalers in increasing the 
efficiency of their operations was 
the attention shown to an exhibit 
of office machines for handling or- 
billing, etc., which was avail- 
able to the members at the con- 
vention. 

Further 


ders, 


endorsement of Mr. 


Wood’s views on the expansion of 
the Southwest was a talk delivered 
at a meeting of the wholesalers by 
Arthur Smith, economist and vice- 
president of the First National 
3ank of Dallas. 

Dr. Smith predicted very sharp 
gains in both population and com- 
mercial activity in the area. Part 
of this gain will be due to the 
higher birth rates existing these 
days, he said. The interest of in- 
dustry in decentralizing will also 
be an important factor. 

The big growth in the south- 
west, Dr. Smith pointed out, will 
take place in the smaller towns, 
especially those on the outskirts of 
communities. 

The opening joint session of the 
convention, with Fred W. Heit- 

(Continued on page 70) 


larger 
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* Guaranteed by 
brood Houseke eping 





MET-L-TOP 


PADS and COVERS 


. "made right to fit tight”... in 
choice of foam rubber or cotton knit 
pads... for all standard-size ironing 


tables! All attractively packaged ! 
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SIT-OR-STAND IRONING TABLE 


Ask any housewife and she will tell you 
that, of all household chores, ironing is 
just about the toughest job there is. That's 
why MET-L-TOP says to the ladies: “SIT 
DOWN and take it easy while you iron... 
with your ironing up close, right over your 
lap...and plenty of room for your knees 
and legs!’ And, of course, by making it 
easier for women to iron, we make it easy 
for you to sell MET-L-TOP— 

the world’s most comfortable 


ironing table! 


GEUDER, PAESCHKE & FREY CO. 
1700 WEST ST. PAUL AVENUE © MILWAUKEE 1, WISCONSIN 


EXPORT AGENT. 25 Beover St., New York 4, WN. Y, 





GRIES e-z 


SELF-SCREW yy 


UTILITY “gee 
HOOKS = 


The ONLY 
one-piece 
utility hook 


No screws, no tools! Ball 
towels ond clothes 
tories 


points protect 
For homes, stores. fac- 
Bright plated finish 


GRIESe-z “© 


one piece 


CUP HOOK 


1 gross 

to @ Dox— 

nickel and 

brass only 

6 to 8 card— 
ail Colors and finishes 

Strong, rustproof zinc alloy cup hooks 
in bright colors. One-piece construc- 
tion; shoulder cannot get loose. A 
kitchen and closet standby 
attractively finished in white, yellow, 
red, blue, green, nickel, brass. 6 
sizes, '/2" to 11/4" 


Write for samples ond cefalog poges 


See your 


Bien 


Jobbers inquiries invited 


odder salesman 
mmedciate delivery 





GRIES REPRODUCER CORP. 


world's Foremost Producer of Smal! Die Castings 
141 Beechwood Awe... New Bechelle, HN. Y 
Phone: New Rochelle 35-8600 





Retail Haordwore Ass: 
Housewores-App!. Show 
China, Glass 


‘ter y 


Sift Show (Washington, D. C 
aq 3 Upper Mid-West Housewares 


M/A 3rket 


August 

| festern Gift, Houseware 

ft Show [(Chieago) 

ational Fishing Tackle Show 
tt & Fancy Goods Show 
ft Show (New York! 
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ra in fs c 
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September 
12 w ([Boston’ 

National Builders Hardware 

Hardwor 

9 Convention & 


A tian 
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f+ Show [Philade 
. ; Hordware 
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C4 N | 
weil ¥ ‘ , 


November 


3- 5 Montano Hardware 


January 


; 
Western 


Rato 
ware Assn 

7 2 N. Dakota Rato 
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i. 
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Convention Check List 


Hardware and allied 
trade events up-to- 
date in each issue of 
Hardware Age 





dates below see 
check list. 


TO Rata Hor Iwore Beer 


' 
3tes Haordwore-ims 


Hordy 


2 Pennsyivania-Atlant 
boord Hardware Assn. 


February 


yy 


Oo @® © 
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Virginia Hardware 

3 Retail 


Pome 
Hardware & 


Assn. 
Hardware Assn 


Amn awowo 


mplement 


iwore Assn 


wi vi 
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-~ Irawore 


Hardwore Assn. 
sre Assn 


a ' ' 
sre Dealers 


. ‘ ' 
Reta reiorc w 
4 J 4 
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nnd thao, 
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linas Hard A 
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J J iwUuTe ; 
Hordw ire Acer 


, 
- Southwest Hardware Assr 


Rata) 


May 
1 “54 


- 


September 
13-15 Pacific Cc 
Trade Show 








National Events 


American Hardware Mfrs. Assn. joint 
annual convention with the Na- 
tional Wholesale Hardware Assn, 


Oct. 23-26 at Atlantic City, N. J. 
Headquarters, Marlborough - Blen- 
heim Hotel. Arthur L. Faubel is 
secretary of the manufacturers as- 
sociation with offices at 342 Madi- 
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ARVIN HEATER 
EARLY BIRDS ! 


There's st 







Chair.. 






5.95 Arvin 





FREE! 


Six new Arvin 


Automatic Heaters 


MODEL 5514—Priced lower than many non-automatic 
heaters! Thermostat control turns heat on and off. Quiet 
induction motor—no interference. 1320 watts, fan-forced. 
Easy-carry handhold in back. Brown enamel; chrome 
grille; ivory trim. A wonderful price leader at 











Medel $516—All new, for 
the budget shopper. 1320- 
watts; no-interference in- 
duction motor. Guard rail 
Brown finish with pearl gray 
grille $18.95 


All Arvin heaters operate on 110/120 volts, GO cycle, AC only 
Guaranteed one year. Listed by Underwriters’ Laboratories, Inc 










’ ‘- 





Model 5518— 1650 watts fan- 
forced, thermostat controlled. 
Safeguard Safety Switch. Cop- 
per-tone enamel finish with 


chrome grille... $19.95 


Also Model 5524, 1650 watts. 
fan-forced plus radiant heat 
Outstandingly beautiful in 
pearl finish with brown accents, 
chrome grille _.. $24.95 








$612 — Compact, 
portable. 1320 watts; on-off 
switch at top; handhold in 
back. Two guard rails. Pear! 
finish, chrome grille, brown 
trim $12.95 








$14.95 


Alse Model 5516 — Same styling in Williamsburg blue, 
plus carrying handle and Safeguard Safety Switch—cuts 


current automatically if heater is upset. $16.95 


’ ; ‘ : ” ; ’ 


For terrace, porch, lawn and many indoor uses— White 
metal frame, green canvas seat and back. Durable; color- 
fast. Weighs only 11 lbs. Stores anywhere. 


( [ Al F with any 10 units—heaters, Lectric 
NE Hl K REE Cooks, Cooks-Alls, or mixed—for 
delivery before September 1. 

Wi) CHAIR with any 20 units as above. Limit 
] | S ERE two chairs per dealer. Arvin prepays 
freight from factory to dealer within continental U.S 


Free lighted display—ad mats—folders! 
Pius the greatest national ad campaign ever run on heaters! 








Medel 5534—Arvin's finest 
Automatic! Two heats— 1650 
and 1320 watts. New, larger 
signal light Fan-forced and ra- 
diant heat with new “airflow” 
heating elements. Safeguard 
Switch. Copper-tone enamel, 


chrome grille $34.95 


Also Model 5529, similar to 
5534 but no signa! light and 


1650 watts only... .$29.95 





The world s leading 
? heater line from 





Model $446 — Famous (ool- 
R-Hot Fan Heater. 1650 
watts for winter heat. Big 


the world S largest 
manufacture! 


cooling power for summer - 
Fan-forced and radiant 
heat. Safety Switch $24.95 


heater 








Customers STOP-LOOK and BUY 
the Sensational New iG poCaie 


BEACON 


































































with SEALED 

BEAM unit $1950 
STANDARD 

BULB TYPE $995 


a es ess Duttery 
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. There's something magnetic 
about the Bic Beam Beacon Lampe 

. ,. the wey it draws customers 
to it. With its bright red case and 
polished metal lamphead, the Beacon 
LAMP is a real trafhe stopper ... 
but it's the flashing red beacon 
(thet folds up and down) that really 
gets ‘em. Place your order now for 
fast-selling Bic Beam Beacon Lamps. 
They're nationally advertised in Sports Illustrated. 
Field & Stream, Sports Afield, and Outdoor 
Life (yet these sales boosters on your shelf 
right eway 

























































































Ask your jobber or write direct — 5624 


U-C LITE MFG. CO. 1036 W. Hubbard St., Chicago 22, Ill. 


IN CANADA: Bernord Morks & Co., Ltd., 459 Church Street, Toronto 5, Ont. 
































Convention Calendar 
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son Ave., New York 17, N. Y. 
Thomas A. Fernley, Jr., is manag- 
ing director of the wholesalers as- 
sociation with offices at 1900 Arch 
St., Philadelphia 3, Pa. 


Gift & Fancy Goods Show (Interna- 
tional), Aug. 21-26 at the Hotel 


Astor, New York City. Sponsored 


by Trade Exhibition, 331 Madison 


3 
Ave., New York, N. Y. Charles 
Snitow, president. 


Industrial Supply Convention, May 


21-23, 1956, at Atlantic City. At- 
tendance restricted to members. 
Sponsored by American Supply & 
Machinery Manufacturers. Assn., 
W. B. Thomas, Hunter-Thomas As- 
sociates, 2130 Keith Bldg., Cleve- 
land 15, business manager; the 
National Industrial Distributors’ 
Assn., 1900 Arch St., Philadelphia 
3, Robert C. Fernley, executive sec- 
retary; The Southern Industria! 
Distributors’ Assn., 712 Volunteer 
Bldg., Atlanta, E. L. Pugh, secre- 
tary-treasurer. 


National Builders Hardware Exposi- 


tion, Sept. 18-21, at St. Louis, Mo. 
Sponsored by the National Builders 
Hardware Assn., managing direc- 
tor, John R. Schoemer, and the 
American Society of Architectural 
Hardware Consultants, executive 
secretary, W. A. Mathewson. Ad- 
ministrative offices of both associa- 
tions are at 515 Madison Ave., New 
York 22, New York. 
















































National Fishing Tackle Show, Aug. 


National Hardware Show, Oct. 17-21, 








National China, Glass and Pottery 


Show, July 17-22, at the Hotel New 
Yorker, New York City. Under 
George F. Little Management, 220 
Fifth Ave... New York 1, N. Y. 


7-12, at the Conrad Hilton Hotel, 
Chicago. 


at the Navy Pier, Chicago. Spon- 
sored by National Hardware Show, 
Inc., 331 Madison Ave., New York 
17, New York. Frank Yeager, dl- 


rector. 















































, PO nD . 
Tools for almost ALL trowel jobs—and they're good as gold when 
they're Goldblatt. (Goldblatt Tool Co., 1940 W alnut, Kansas City8, Mo.) 
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National Housewares & Home Ap- 


pliance Show, July 11-15, at Con- 
vention Hall. Atlantic City, N. J. 
Sponsored by the National House 
wares Manufacturers Assn., 1140 
Merchandise Mart, Chicago 54, 
1. W. Buddenberg, executive secre 
tary 


National Retail Hardware Association 


innual congress, July 11-14, at 


Hotel Statler, Buffalo, N. Y. Man- 


aging director, Russell R. Mueller, 
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PARKER 


..»the magic word 










that converts leaves 
into dollars 


Are you ready to convert the demand for Parker 
lawn sweepers into added sales? 

This fall Parker, more than ever, is a “must” 
item for both inside and outside displays. The 
largest ad campaign in our history—the only 
complete line of lawn sweepers—the recognized 
No. 1 brand—Parker sweepers are big ticket 
items that make a cash register smile. 


en 
eee 


* 





Sell ‘em LAWN BEAUTY 
The best looking, healthiest 
lawns are clean lawns. Sell 
Parker “beauty treatments” 
and you'll move more Parker 
lawn sweepers. 


Sell ‘em CONVENIENCE 
Sweeping beats hand raking 
10 to 1. There is no faster, 
more thorough way to get rid 
of leaves and trash than a 
Parker. 





Delu re 
Spring field 


M otorize d 
Homemaster 








Parker Sweeper Company 
“7 Bechtle Avenue 
Springfield, Ohio 
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Lee \ 52 8 D2 LAWN Sweepers 























Want volume? Parker gives it to you 
Want a quality product? Parker still is out- 
standing. 

Want service? Parker has service distributors 
coast to coast 

Place that order now. The demand for Parker 
lawn sweepers will be terrific this fall so be 
ready to get your share. 








Sell ‘em the TOP BRAND 
Advertising in the POST, 
NEWSWEEK, BETTER 
HOMES, and other publica- 
tions again makes Parker the 
wanted brand. 


Sell ‘em THE FINEST 

Make a side by side compari- 
son and you ll want to handle 
Parker sweepers. Heavier 
materials better design 
better workmanship. 





Powered 
Bb lectro Ny eep 


Parker Pelican, 
all purpose cart 
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Hardware 


in Demand. 


Here are two points that smart 
hardware dealers everywhere use 
as their guide. (1) Stanley shelf 
hardware is a complete line. (2) 
Stanley shelf hardware is a quality 
line. Stock Stanley shelf hardware 
— it's always in demand. Order 
through your wholesaler — or tor 
further information write The 
Stanley Works, 387 Lake Street, 
New Britain, Conn. 


STANLEY 1 
Hardware 


TOOLS © ELECTRIC TOOLS © HAROWARE 
STEEL © STEEL STRAPPING 
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964 N. Pennsylvania St., Indianap- 
olis, Ind. 


National Sporting Goods Convention 
and Show, Feb. 5-9, at Hotel Morri- 
son, Chicago. Sponsored by the Na- 
tional Sporting Goods Assn., 716 N. 
Rush St., Chicago 11. Address re- 
quest for exhibit space to Robert 
J. Youngblood, assistant NSGA 
secretary. 


National Wholesale Hardware Assn. 
joint annual convention with the 
American Hardware Manufacturers 
Assn., Oct. 23-26 at Atlantic City, 
N. J., Headquarters, Marlborough- 
Blenheim Hotel. Thomas A. Fern- 
ley, Jr., is managing director of the 
wholesalers’ association with offices 
at 1900 Arch St., Philadelphia 3, 
Pa. Arthur L. Faubel is secretary 
of the manufacturers’ association 
with offices at 342 Madison Ave., 
New York 17. 


Regional Events 


Eastern Garden Supply Trade Show, 
Feb. 7, 1956, at New York, spon- 
sored by Garden Supply Merchan- 
diser Magazine, 1901 St. Paul St., 
Baltimore 18. 


Gift Shows: Washington, D. C., July 
24-27, at the Hotel Willard: Chi- 
cago, Aug. 1-12, at La Salle Hotel 
and Palmer House; New York City, 
Aug. 22-26, at Statler and New 
Yorker Hotels; Boston, Sept. 12-16, 
at Hotel Statler; Philadelphia, Oct. 
2-5, at Hotel Benjamin Franklin. 
George F. Little management, 220 
Fifth Ave., New York 1, N. Y. 
Chicago show conducted by Eastern 
Manufacturers and Importers Ex- 
hibit, Inc. 


Lamp Show, July 10-15, at the Hotel 
New Yorker, New York, N. Y. 
Under George F. Little Manage- 
ment, 220 Fifth Ave., New York 1, 
N. Y. 


Midwest Garden Supply Trade Show, 
Jan 24-26, 1956, at International 
Amphitheatre Exposition Hall, Chi- 
cago. Sponsored by Garden Supply 
Merchandiser Magazine, 1901 St. 
Paul St., Baltimore 18. 


Pacific Coast Garden Supply Trade 
Show, Sept. 13-15, at Oakland, Calif., 
sponsored by Garden Supply Mer- 
chandiser Magazine, 1901 St. Paul 
St., Baltimore 18. 


Upper Mid-West Housewares Market, 
July 31-Aug. 3, 1955, at the Min- 
neapolis Auditorium, Minneapolis, 
Minn. Approved and recommended 
by the Minneapolis-St. Paul House- 
wares Club, Inc. Novel Van Tilburg, 


continued 


exposition manager, 1201 Washing- 
ton Ave., South, Minneapolis 15. 


Walter H. Allen Co., Inc., stockhold- 
ers’ meeting and merchandise show, 
Aug. 29-30, at Baker Hotel, Dallas, 
Tex. Company headquarters, 6210 
Denton Drive, Dallas 9. 


Western Gift and Housewares Show, 
Aug. 1-7, at Western Merchandise 
Mart, San Francisco. Exhibitors 
showing at Civic Auditorium, St. 
Francis, Sheraton- Palace and Sir 
Francis Drake Hotels will be open 
from Aug. 3-Aug. 7. 


State Events 


Arkansas Retail Hardware  Assn., 
Feb. 12-13, 1956. Sessions and ex- 
hibit at Robinson Auditorium; hotel 
headquarters, Marion Hotel, Little 
Rock. J. Wayne Tisdale, 908 Rector 
Bldg., Little Rock. 


California Retail 
Feb. 12-15, 1956, at Fairmont Ho- 
tel, San Francisco. Krueger B. 
Jacobson, 262 Western Merchandise 
Mart, 1355 Market St., San Fran- 
cisco 3. 


Hardware Assn., 


Carolinas Hardware Assn., Feb. 21- 
23, 1956. Sessions and exhibit at 
Radio Center; hotel headquarters, 
Hotel Charlotte, Charlotte, N. C. 
D. W. Laws, 118% East Fourth St., 
Charlotte 2. 


Franklin Hardware & Supply Co., 
Convention and stockholders’ meet- 
ing, Sept. 19. Merchandise displays, 
manufacturers’ exhibits, and stock- 
holders’ banquet and meeting. Com- 
pany headquarters, 918 N. Dela- 
ware Ave., Philadelphia 23. 


Illinois Retail Hardware Assn., Feb. 
91-23, 1956, at Sherman Hotel, Chi- 
cago. William F. Ewert, 1194 Mer- 
chandise Mart, Chicago 54. 


Indiana Retail Hardware Assn., Jan. 
24-26, 1956. Sessions and exhibit at 
Murat Temple; hotel headquarters, 
The Sheraton-Lincoln, Indianapolis. 
W. J. Sheely, 964 N. Pennsylvania 
St., Indianapolis 4. 


Iowa Retail Hardware Assn., Feb. 7- 
10, 1956. Exhibit at Veterans Me- 
morial Auditorium; sessions and 
hotel headquarters, Hotel Savery, 
Des Moines. Philip R. 
Mason City. 


J acobson. 


Kentucky Retail Hardware Assn., 
Jan. 31-Feb. 2, 1956. Sessions, 
exhibit and hotel headquarters, 


Hotel Kentucky, Louisville. Edward 
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Save Space...Save Time... SELL MORE ROPE / 


Make 4 sq. ft. of Floor Space Pay 
Off in High Impulse Sales with 


COLUMBIAN 
COLPACK DISPLAY RACK 


way 


Combines neat, handy Colpack Cartons 
of all sizes in a single compact, eye- 
compelling display! In 20” x 29” of 
floor space, rack holds one Colpack 25, 
two 50's and one box of 100 ft. con- 
nected coils. Comes completely as- 
sembled, ready to use. 


Columbian Displays Make Money 
. . . Ask Your Jobber to Prove It! 


HARDWARE AGE, JULY 7, 1955 


Sturdy, easy-to-handle Colpack Car- 
tons dispense Columbian Pure Manila 
or Radium Sisal in diameters from *\«" 
through %%4°. Rope stays properly 
coiled at all times. Each foot is in 
prime condition as it leaves the box! 


Octagonal shape of the carton adapts 
it to your storage and display space. 


Place it anywhere — on floor, on coun- 





ter, under counter, or in basement 
and it serves as storage bin, display 


unit and dispenser. 


Order Columbian Pure Manila and 
Radium Sisal Rope in 25, 50, 75 and 
100 pound Colpack Cartons from 
your jobber. Price per pound same as 


ordinary coil. 
































TAKES LESS ROOM 


f t cartons sove room Aliway: 
Ae roorm for comple te rye ’ 
, ke prevent ng lost sole 

/ ( 


tore or display onywhere 


LOOKS BETTER 


c ie Or 





COLUMBIAN ROPE COMPANY, Auburn ‘The Cordage City”, N.Y. 


THE ROPE WITH THE RED, WHITE AND BLUE MARKERS 


> — 
— 


Zz 
Z rope 4 


“\ 
> 


) 





STOCK ’EM... 
DISPLAY ‘EM... 
AND YOU'LL SELL "EM! 


) sovenriees — 


' be Sererte, Forareg 
|POST 
— = 


No. 
201-N.E. 


There never was a bet- 
ter time to sell Klein 
pliers—to the profes- 
sional workman ...to 
om 202 do-it-yourself shoppers. 
They both want qual- 
ity tools that fit the job. 
All Klein pliers are 
made of finest tool steel 
—precision fitted— 
individually tested. 
Tops in quality ‘since 
1857." Keep a repre- 
sentative stock always 
on hand. You'll sell’em! 


Write for your 
free copy of the 
No. 203 A/lein Pocket 
Tool Guide 
Today! 


DISTRIBUTED 
THROUGH JOBBERS 


Foreign Distributor: 
International Standard 
Electric Corp., New York 


Convention Calendar 





Keiley, 501 Republic Bidg. Louis- 


ville 2. 


Louisiana Retail Hardware Assn., 
March 11-12, 1956, at Hotel Roose- 
velt, New Orleans. David O. Mans- 
field, P. O. Box 1696, Jackson, Miss. 


Michigan Retail Hardware Assn., Feb. 
15-15, 1956. Civie Auditorium and 
Hotel Pantlind, Grand Rapids. Har- 
old W. Schumacher, Michigan Na- 
tional Tower, Lansing 8. 


Minnesota Retail Hardware Assn.., 
Jan. 24-26, 1956. Exhibit at Munic- 
ipal Auditorium, Minneapolis. C. J. 
Christopher, 2110 Nicollet Ave., 
Minneapolis 4. 


Missouri Retail Hardware Assn., Feb. 
14-16, 1956, at Hotel Jefferson, St. 
Louis. Harry Scherer, 1189 Arcade 
Bidg., 812 Olive St., St. Louis. 


Montana Hardware & Implement 
Assn., Nov. 3-5. Sessions and hotel 
headquarters, Rainbow Hotel, Great 
Falls; no exhibit. Norman O. Blev- 
ins, P. O. Box 1152, Helena. 


Mountain States Hardware & Imple- 
ment Assn., Jan. 24-26, 1956. Ses- 
sions and hotel headquarters at Ho- 
tel Cosmopolitan, Denver. Francis 
W. Reich, 1233 Spruce St., Boulder, 
Colo. 


Nebraska Retail Hardware Assn., 
Feb. 14-16, 1956. Exhibit and ses- 
sions at Omaha Auditorium; hotel 
headquarters, Fontenelle Hotel, 
Omaha C. A. McCoy, 325 Insur- 
ance Bidg., Lincoln 8. 


New England Hardware . Dealers 
Assn., Feb. 20-22, 1956. Exhibit at 
Hotel Statler and Ist Corps Cadet 
Armory; sessions and hotel head- 
quarters, Hotel Statler, Boston. A. 
C. MacHardy, 185 Dartmouth St.., 
Boston 16. 


New York State Retail Hardware 
Assn., Feb. 13-15, 1956. Exhibit at 
War Memorial; sessions and hote! 
headquarters, Hotel Syracuse, Syr- 

Nicholas H. Kiley, Hills 

Bldg., Syracuse 2. 


acuse, 


North Coast Retail Hardware Assn.., 
Feb. 5-7, 1956. Exhibit and sessions 
at Masonic Temple; hotel head- 
quarters, Heathman Hotels, Port- 
land, Ore. Martin W. Danko, Route 
12, Box 109, Fife Sq., Tacoma. 


North Dakota Retail Hardware Assn.. 
Jan. 17-18, 1956. Sessions and ex- 
hibit at City Auditorium; hotel 


continued 


headquarters, The Leland-Parker, 
Minot. Miss E. J. MceGrann, 54% 
Broadway, Fargo. 


Ohio Hardware Assn., Feb. 6-8, 1956. 
Exhibit at Public Auditorium; ses- 
sions and hotel headquarters, Hotel 
Cleveland, Cleveland. John iB. 
Conklin, 198 So. High St., Co- 
lumbus 15. 


Pacific Northwest Hardware & Imple- 
ment Assn., Nov. 6-8, at Multnomah 
Hotel, Portland, Ore. J. Malcolm 
Smith, 614 Empire State Blidg., 
Spokane, Wash. 


Pacific Southwest Hardware Assn., 
Feb. 21-23, 1956. Exhibit at Mu- 
nicipal Auditorium; sessions and 
hotel headquarters, Wilton Hotel, 
Long Beach, Calif. Otto H. Grigg, 
toom 1120, 416 W. &th St., Los 
Angeles 14. 


Pennsylvania & Atlantic Seaboard 
Hardware Assn., Jan. 31-Feb. 2, 
1956. Sessions and exhibit, Conven- 
tion Hall; hotel headquarters, Ben- 
jamin Franklin Hotel, Philadelphia. 
L. W. Jenness, Room 707, 1616 
Walnut St., Philadelphia 3. 


South Dakota Retail Hardware Assn., 
April 3-5, 1956. Exhibits at Coll- 
seum; sessions and hotel head- 
quarters, Cataract Hotel, Sioux 
Falls. O. R. Baily, 1300 So. Jeffer- 
son Ave., Sioux Falls. 


Texas Hardware & Implement Assn.., 
Jan. 29-Feb. 1, 1956. Sessions, ex- 
hibit at hotel headquarters at 
The Statler-Hilton, Dallas. R. M. 
Souder, 1108 Gibraltar Life Bldg., 
Dallas 2. 


Tri-State Hardware & Implement 
Assn., Feb. 13-14, 1956, at Hote! 
Herring, Amarillo, Tex. M. D. She- 
pard, 719 Lipscomb St., Amarillo 


Western Retail Implement & Hard- 
ware Assn., Jan. 16-18, 1956. Ses- 
sions and exhibit at Municipal! 
Auditorium; hotel headquarters, 
Hotel President, Kansas City, Mo 
W. J. Shaw, 3915 Main St., Kansas 
City 2. 


West Virginia Hardware Assn., Feb. 
12-14, 1956, at Hotel Prichard 
Huntington. James C. Fielding, 
1628 McClung St... Charleston 1. 

Hardware Assn.., 

Exhibit and ses- 

sions at Milwaukee Auditorium- 

Arena: hotel headquarters, Hotel 

Schroeder, Milwaukee. H. A. Lewis, 


Stevens Point. 


Retail 
1956. 


Wisconsin 
Feb. 7-9, 
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SELL THE ENTIRE MATCHING 


2 FEDERAL PANTRYWARE LINE 
HOUSEWARES 


Nationally Advertised 


THE NEWEST AND FINEST 


PANTRYWARE by FEDERAL. 


% 
a oe 
. ae , ww P 
a | AWW —Styling by = 


for greater beauty, 
efficiency and durability! 


No. 410A Bread Box 





The Only Completely 
New Line of Pantryware 
With the Guarantee! 


e Every item absolutely 
rustproof ¢ Seamless constructio 
© Colors solid throughout 


e Tough e Lightweight e Easiest 

to wash @ No peeling ®@ no chipping . 
© No denting @ No odors @ No 

rust rings @ No marring 

@ Completely sanitary 


Order from your jobber BY NUMBER today! OR write direct 
to factory for complete details, prices and catalog pages. 


No. 4098 Waste Basket 


No. 408A Canister Set 


= ~. 
Now eve..dle in currently populer colors of Pink and 
Chercoel os well as the regular kitchen colors of Red, 
Yellow and White 


e The FEDERAL PANTRY- 


WARE LINE is guaranteed for | No. 408C Cookie Jor 
a full one (1) year against . 
breakage under normal usage 


Registered guarantee packed | SPECIAL IMPACT 


im every item 


No ays we) PCover MADE OF 


FEDERAL TOOL CORPORATION, vey. ua.rs aoa CTYR 1 ] 
3600 West Pratt Bivd., Chicege 45, Illinois Cake Cove: a wf re 


- ve 


TOUGHMESS OF SOFT PLagtic’ Pecsatnet by 
A GOW PLASTIC | Good Housenreping 


titanerT Pimigw or HAG Piast ' Ye  y 
oe . seveerees * 
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Principal speaker at the joint meeting of the two groups was Charles T. 
Evans (center) of Arkansas Power & Light Co. On the left is Fred W. 
Heitmann of F. W. Heitmann Co., president of the Texas wholesale asso- 


be atate : : Bacar 
- a , >) “ — 


at the meeting. On the right is Warren F. Ward of 


esident of the Boosters, who also spoke at the session. 


+ 
ne 
NS 


SS cs % 
osters Club who attended this year's past 
presidents were unable to attend 
of Stanley Electric Tools, the 
xted ot the right. Worren Word 
presided. 


seoTe J eS nTrear i 


Officers of the 
TEXAS HARDWARE BOOSTERS CLUB 


A i ~ benh mn 
oo 
~able Co. 


tstitler, Russe 


Bolt & Nut C 


A merico 


J 
Bur 35 


> 


Texas Convention 





Continued from page 60 
mann presiding, included greet- 
ings from many hardware 
associations and officials. 
Warren F. Ward of Clemson Bros., 
president of the Boosters, pointed 
out that this meeting was the 19th 
time the boosters 


otner 


city 


and wholesalers 
These 
with the op- 


present for ex- 


had held a joint meeting. 
meetings, he added, 
portunities they 
changing ideas, 
hardware trade. 

A highlight of the joint meet- 
ing was an address by Charles T. 
Evans, assistant to the president 
of Arkansas Power & Light Co. 
His address was entitled, “What 
Makes It Tick?” 

This year’s meeting was marked 


benefit the whole 


by an unusual turnout of wives of 
the members of the two groups. 
An extensive program of entertain- 
ment for the ladies was arranged, 
in addition to an outstanding sched- 
ule of entertainment for all those 
attending the convention. The en- 
tertainment arranged by a 
committee of Boosters consisting 
of John Lindroth, R. Brandt and 
W. Harbig. 

The golf tournament held 
this year at the distinctive Ridglea 


was 


Was 


Country Club and was arranged by 
a Boosters committee consisting of 
Ralph Dustin, Jr., James Ragsdale 
and Loyd McKee. 

The whole- 
salers in the golf tournament was 
turned in by Roy Willoughby of 
National Hardware & Supply. Mr. 
Willoughby won the Star 
trophy which donated by 
Hardware Second low 
Anger of Sabine 


low gross score for 


Lone 
was 
Retailer. 
was John 
Supply. 


gross 


Low net among wholesalers was 
turned in by Tom Clark of Buhr- 
man-Pharr. Second low net was 
L. Wilson of the same company. 

Low among the Boosters 
was reported by Lum Foster of 
Red Devil Tools. He was awarded 


the Sam Houston trophy. 


gross 


Second 
low gross was turned in by Ralph 
Irwin, of Independent Lock and 
Lockwood Hardware. 

Boosters low net, which won the 
Buccaneer Trophy, was turned in 
by Mr. Crowley of Eastman Prod- 
cts; second low net 


Was wi La ve 


Savage Arms. 
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FOR BABY'S ROOM, 


—-— _ 


HARD-TO-HEAT ROOMS, 


Now gundiniadin heaters by G.E. 


2 new profit opportunities for G-E dealers! 


Portable Heaters Are Big Fall Business! Get a major 
share of this waiting business with these two wonderful 
new G-E Fan Heaters. 

Your Prospects Are Unlimited! These fan heaters are 
used for children’s rooms, bathrooms, bedrooms, play- 


> Bay 
e SF =~ 


WORK SHOPS, SUMMER COTTAGES 


rooms, offices, service stations, cottages .. . wherever 
there is no central heating or whenever it’s not practical! 
to turn it on for just one room! 

Get ready now for fall business. Order today from your 
G-E distributor. General Electric Automatic Blanket 
and Fan Department, Small Appliance Division, Gen 


eral Electric Company, Bridgeport 2, Connecticut. 


AUTOMATIC 


HEATERS 


AUTOMATIC HEATER, MODEL H-1 


A revolutionary new desig min an automatic fan heater. 


® Automatic Thermostat. Select heat desired, heater turns on 
and off automatically. 

® Provides steady flow of fan-forced heated air. 1320 watts AC. 

® Portable. Has convenient carrying handle. 

® Safety-engineered. 

® Extra-long 9 ft. cord set. 

10'*" high, 9°s" wide, 


© Dimensions: 6'4" deep. 


® Only $19.95. 


BIG FALL ADVERTISING PROMOTION IN 


© SATURDAY EVENING POST ¢ TIME « PARENTS’ 
© PROGRESSIVE FARMER ¢ SUNSET 
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DE LUXE ROOM HEATER, MODEL H-2 


The most beautiful portable heater in America. Large, 


copper reflector enhances appearance and assures a 


steady flow of warmth. Built-in fan circulates heat 


® Automatic Thermostat. Select desired heat, heater turns on 
and off automatically. 

® Two Heat Controls. Deliver 1320 watts or 1650 watts. 

® Portable. Convenient carrying handle. 

© Safety-engineered. Shuts off automatically if tipped in use. 

® Built-in Indicator Light. Tells when heater is on. 

® Tilting Base. Permits heater to be raised to direct heat. 

® Extra-long Cord set. 9 ft. 

® Dimensions: 16's" high, 17°" wide, 9%" deep. 

® Only $39.95. 


Progress /s Our Most Important Product 


GENERAL £@ ELECTRIC 





WHAT'S NEW 





® For more information on these products and services 


use free post card on 


(Continued from page 13) 
ing, using either short or long de- 
tachable handle. Bolens Products 
Div., Food Machinery & Chemical 
Corp. 


For more data circle No. 10 on postcard, p. 73 


Stair Tread Tacks 


Matching tacks have been added 
to the lines of Carpetex and Color- 
tred rubber stair treads. Tacks are 
available in burgundy, forest green 
and Georgian gray, are packed 
individual boxes of 50 tacks, 20 


’ 


boxes per carton; suggested retail 
price is 20¢e a box. Natco Products 
Corp. 


For more data circle No. 11 on postcard, p. 73 


Door Knob Latch 


For storm or screen doors up to 
14%. in. thick, the No. 1981 knob 
latch may be installed by drilling 
14 in. hole through door. Knob 
and lever operate either way 
right or left hand. Knob latch is 
finished in dull stain aluminum and 


one 


ih” 


constructed with rust-proof hard- 
ened steel spindle, stainless steel 
latch bolt and pressure cast alumi- 
num knob, lever and plate. To con- 
vert to a knob lock, a %% in. hole 
is drilled above the knob and a No. 
7155 key locking unit is inserted: 
locking unit may be added any time 
after latch has been installed. Jdeal 
Brass Works. Inc. 


For more data circle No. 12 on postcard, p. 73 


Hammer Tacker 
Strain and stress are minimized 
in the No. HT-50 hammer tacker 


through a mechanical improvement 
which eliminates shock-impact to 
the user’s wrist. Mechanical fea- 
ture on head of cover acts as spring 
which serves as brake for overlap- 
ping of movement. Improvement 
also will lengthen life and durabil- 
ity of machine. Arrow Fastener 
Co., Ine. 


For more data circle No. 13 on postcard, p. 73 


Built-in Wall Safe 
Safety-deposit box security for 
the home is offered in the new 
Secure-All Safe, a low-priced, built- 
in wall safe that fits into any stand- 
ard 4 in. wall in old or new con- 
struction. Safe is made of heavy 
gage steel with thick, high-tem- 
perature thermal insulation on all 
sides. Locks securely with flush 
pin tumbler locking mechanism, 
and can be concealed in closets, be- 


hind pictures or drapes. Safe’s di- 
mensions are 167/16 in. wide, 17% 
in. high and 4% in. deep. Ship- 
ping weight is 40 lb., and it pro- 


jects less than 4% in. from a wall. 
All valuable papers, plus jewelry 
and similar items, of an average 
family can fit into this safe. Kwik- 
set Locks, Ine. 


For more data circle No. 14 on posteard, p. 73 


Dryer Ventilator 

A clothes dryer ventilator, the 
Drvyer-Vent, features all aluminum 
construction and will not rust or 
streak house siding. Vents are 
available in 3-in. and 4-in. pipe di- 
ameters: each size uses a 12-in. 





pipe length, suitable to go through 
all standard walls and foundations. 
Leigh Building Products Div., Air 
Control Products, Inc. 


For more data circle Neo. 15 on postcard, p. 73 


Electric Dehumidifier 
Featuring an improved 1/6 hp 
compressor, the 1955 Fresh’nd-Aire 
portable electric dehumidifier has 
swivel casters for easy moving, a 
new grill and a gray-green furni- 
ture steel cabinet. Humidifier car- 
ries a 5-year refrigeration system 
warranty and retails for $129.95, 
including Federal tax. Cory Corp. 


For more data circle No. 16 on postcard, p. 73 


Unvented Gas Heater 

Only 6 in. deep and easily at- 
tached to the wall, this 25,000 Btu 
unvented gas heater requires little 
floor space. Special baffling keeps 
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Box Address for Quick Post Office Box 60 one amee 


Check Cards Only Village Station — 
NEW YORK 14, N.Y prreorees 
















YOUR NAME 


RM 





F 





FIRM ADDRESS 

















Here is Your Quick Check Card 


What it is... How it works 


Each issue brings you dozens of descriptions of new product: 
plays, etc., in the Whats New: columns. You get more 
HARDWARE AGE than in any other magazine. 

When you want more free information on any of these 


mark a circle around the same number on the post car 


~<A 





: ‘ te . % . ‘ 
under the individual item description. 


Drop the post card in the mail box. No postage 
quickly receive, free, complete details on the product fro 
turer. You may circle as many items as you wish 


will be sent you on each item. 





Be sure to give your full name and address on the post card. 


it clearly. We cannot service post cards with incomplete aad 
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YOUR NAME. 
FIRM 
FIRM ADDRESS 


CITY or TOWN 











BUSINESS REPLY CARD 


No postece nsecessery if mailed in the United Stotes 





POSTAGE Witt BE PAID BY 


HARDWARE AGE 


Post Office Box 60 
Village Station 
NEW YORK 14, N. Y. 


Please use this P. fe) 
Box Address for Quick © 
Check Cards ‘Only - 








PUTTY KNIVES 
WALL SCRAPERS 
PAINT SCRAPERS 
GLASS CUTTERS 


MANUFACTURING CO., SOUTHBRIDGE, MASS., U. S. A. 


WALLPAPER TOOLS 
SPECIALTY ITEMS 


full 40% profit 


ON ALL ITEMS TO RETAILERS 


ORDER NOW FROM 
YOUR DISTRIBUTOR 





NEW BEDFORD 


PACKAGED 
FOR YOUR 
CONVENIENCE 


Display Carton . 


Self-dispensing 
Keeps rope clean 
Keeps coils ‘'coiled" 
Holds full or '/> coils 


Pre-Measured ... 


New Bedford Rope is 
ad fac- 
tory-marked every 1|0 
feet ... Manil or Sisal 


pre-measured 


Available at your Jobber 


NEW BEDFORD 


| 


YZ 


NEW BEDFORD CORDAGE CO. 


New Bedford. Massachusetts 

















back and sides of heater cool to 
the touch and cuts down scorching 
danger to walls, drapes or furni- 
ture. Heater has double-porcelained 
combustion chamber. Retails for 
$59.95. Quaker Mfg. Co., Heating 
Div. of Florence Stove Co. 

For more data circle No. 17 on postcard, p. 73 


Electric Alarm Clock 
Framed in an ivory color case, 
compact (3% in. high, 414 in. wide 
and 2% in. deep) electric alarm 
clock has luminous numerals, hour 
dots and hands. For a limited time, 


this GE-Telechron clock at $5.98 
retail, plus Federal tax, is avail- 
able in lots of one dozen with an 
extra one free to the dealer. For 
half-dozen orders, another is given 
at half of cost price. Model No. 
7H225-L; called the Luminary. 
Small Appliance Div., General Elec- 
tric Co. 


For more data circle No. 18 on postcard. p. 73 


Canned Ice 

Wizard Dri-Cube is a liquid re- 
frigerant sealed in a metal con- 
tainer. It can be refrozen over and 
over again, giving a dry cold 
canned ice which is colder and 
lasts longer than ordinary ice. 
When it defrosts, there is no 
messy leaking or dripping. For 
keeping foods, milk and beverages 
chilled, the frozen packet is placed 
on top of whatever is to be kept 
cold. Dri-Cube comes in 39¢ and 
39¢ sizes. Boyle-Midway, Inc. 
For more data circle Ne. 19 on postcard, p. 73 


Tea Brewing Equipment 
Tea bag handling is minimized 
with the Teakoe Tea-Bagger, which 
both brews tea and simplifies the 
problem of soggy bags. Tea-Bag- 
ger permits user to see tea’s color, 


control strength, and then pull bag 
out of water and rest it at top of 
pyrex bowl, which holds two full 
five and one-half ounce cups. Item 
features non-tarnishing stainless 
steel handle and a base which ele- 
vates the bow] so that it does not 
mar table surfaces. A functional 
item which also has gift possibili- 
ties. Individual Tea-Bagger re- 
tails at $2.98: gift-boxed Twin 
Pack sells for $5.95. Ekco Prod- 
ucts Co. 


For more data circle No. 20 on postcard, p. 73 


Coating for Metal Knob 

A wear-resistant, invisible pro- 
tective coating for ShurLok metal 
knob door hardware line gives 
solid, uniform coverage. This fin- 
ish, Armor-Kote, is applied through 
a patented process of induction 
heating which dries the enamel 
coating from the metal surface out- 


ward. Finish is clear, transparent 
and extremely hard, but invisible 
to the eye. Protective coating now 
earried on ShurLok metal knob 
line. Metallon Products, Inc. 


For more data circle No. 21 on postcard, p. 73 


Common Rafter Meter 
Dial-type meter, which explains 
the operations involved in cutting 
the common roof rafter, provides 
information on the various set- 
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variety 


product interest 








to bring you greater ZL ( 


customer enthusiasm 


sales and profits 


© AUTOYRE= 


is now producing 


PLASTICV 
HOUSEWARES 


* the famous Shel-Glo line sg Met a 














. 
\ | ; 
>. ee 


Well worth 


looking into at the Housewares Show, Atlantic City— Booths 636, 638, 640 





THE AUTOYRE COMPANY «+ OAKVILLE, CONN., U. S. A. © A SUBSIDIARY OF EKCO PRODUCTS COMPANY 
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BWHAT’S NEW 


®@ For more information 
STAR on these products and 
1" services use free post 
oe card on page 73. 
® 
MULTIPLY tings of a radial saw required in 
the preparation of roof rafters. 
YOUR Although designed primarly for use 
PROFITS? | with the DeWalt unit, meter can 
| be used in conjunction with any 
radial or table-type saw. Useful out rivets or obstructions. Trays 
for both professional and amateur may be replaced or changed, and 
builders, meter can be employed to clip design permits tension to be 
pre-determine angles for level and retained whether tray table is in 
plumb cuts without employing a set-up position or folded for stor- 
carpenter’s square. Sturdy 4x8 in. age. Harvell Mfg. Corp. 
meter card has space for dealer’s For more data circle No. 25 on posteard, p. 73 
imprint, and full text, diagrams 
and photos to aid in its use. Priced Key-in-Knob Lock 
at 25¢. DeWalt, Inc. Solid 


For more data circle No. 22 on postcard, p. 73 





brass exterior and cold- 

rolled steel interior parts are fea- 

Paint Tube S$ tured in the Regal line of tie bolt 
ain ube oqueezer 


é key-in-knob sets with a 6 in. diam- 
Here is a paint tube squeezer 


for mixing colors in your paint 
| department. Put the tube in the 


eter rose outside, 2°, in. diameter 

rose inside and a 5 in. backset. 

Available with pin or dise tumbler 

cylinder, deadlocking or spring 
Ever since its introduction, 

the STAR “Flex-Pak” Blade Assort- 

ment has been helping dealers 

everywhere make easier, more 

profitable blade sales 


Easier? Yes, because the 
“Flex-Pak” lets you put your 
stock where people see it — 
and seeing means selling. 


More profitable? Yes, be- 

cause it enables you to carry 

a stock of STAR “Molyflex” 
Blades at reasonable cost, helps you 
trade up your customers to “Moly- 
flex” at four times the dollar profit | 
for you, four times the cutting efh- | ~* 

ciency for them. device, pull the handle and the 


Each STAR “Flex-Pok” contains | colorant flows into the paint base. 
@ balanced stock of 80 Urbreck- | The squeezer can handle any size 
able Special Flexible (green) ; % 
blades ond 20 “Molyflex” High tube and is adjustable for any size 
Speed (copper colored) blades — paint can. F.. Lehr & Co. 

costs you nothing extra. 


latch. All tie bolt locks feature the 

“bull-nose bolt.”” Standard or two- 
tone finishes offered and lock is 

reversible for any hand of door 
. ; without disassembly. Only 1%% In. 

ASk your distributor for the STAR ee eee diameter hole is required through 

"Flex-Pak”—and ask him,too,about | Shell Reloading Dies door. Mounted displays in decora- 

other STAR merchandising mate- 7 tor colors, red, blue, green or ivory, 
rial—the “Molyflex” No. 166 This new set of Ideal dies for ie ini Meeidiee Rae Mille 

Display Card, the No. 45 Spe- | the Ezy-Loader Press is available ri nn tee age " 

os Sor Pacer go hee for shooters who reload their own ag i data circle No. 26 ma postcard, p. 73 

G@rw2 | shells. The dies de-cap, re-cap, 

a | load wads, and crimp the reloaded 

STAR Blades Lead The Soles Parade | Shells. Shooters may also make 

Sold Only Through Recognized Distributors ete ras ata slugs. Lyman with stainless steel casing, have a 

CLEMSON BROS.., Inc. For mere date circle Ne. 24 on postcard, p. 73 mica - insulated, nickel - chromium 

MIDDLETOWN, N.Y. U.S.A heating element and a spool nose 

Mokers of Nond ond Power Hock Sow | Fray Table Fastener 


Blades, Frames, Metal (Cutting Band ae i f ae a : seme ‘ese — 
‘ as ; rT \ ray table roy ides f#AaAsV ACCESS to hare -to get 
Sews ond (Clemson Hoend and Power lip fastener for T tra’ ' 


Lown Machines secures tray to tubular legs with- at places. Irons are made in ' 





Soldering Irons 


Bantam soldering iron models, 


for maximum visibility; the casing 
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Pick the 
line of 

leact 
resistance! = 


so easy because the 
.. read about it.. 


have’” list. 


—— 


PRESOLD 
‘BRIDES h VOL D\ Y to 15 million women read- 


ers through a powerful 


E } Hiren: he consumer advertising 





campaign in Ladies’ Home 
Journal, Better Homes 
and Gardens, Good House- 
keeping, Parents’ and 
Bride’s Magazine, the Rid- 
Jid trademark and “‘“Knee 
Room” are the hottest sales 
clinchers in housewares! 


», . 
g “Si 
: 

? 
ALUMINUM LADDERS AND STOOLS WOODEN LADDERS, CLOTHES DRYERS 
Introduced last year . . . top sellers this See the complete Rid-Jid line of lad- 
year. Rid-Jid’s great line of aluminum ders, too . . . includes extension te step 
ladders and step stools has set a new ladders, and stools. Every step rein- 
kind of sales record. Safety, comfort, forced with patented rod construction 
strength, eye appeal make this a super- Rid-Jid also offers every style, every 
quality line. See the full range of sizes size clothes drying rack. Designed to 
in single, extension and step ladders, save space. Packed KD for economy. 


and stools. 


See the complete Ridjid LINE 





“ KNEE-ROOM IRONING TABLE 
No sales talk needed . . 
justable All Steel Ironing Table sells itself! It’s 
lady has heard about it 
and she’s convinced she 
deserves this new kind of sit-down ironing ease 
that ends forever the bending, stretching, twist- 
ing of old-style ironing. 
. fully ventilated open-mesh steel top . 
gleaming chrome and yellow beauty put the 
Rid-Jid Knee Room high on her “simply must 


. the Knee-Room Ad- 

























12 height adjustments 









RELATED SALES 
Every sale of a Rid-Jid 
ironing table leads 
automatically to the 
sale of the Rid-Jid 
Air Flow Pad and Cover 
This ““matched 

combination for 
matchless ironing’’ is a 
natural for extra sales 

. extra profit 
every time. 








ALL-PURPOSE ALUMINUM LADDER 
Changes instantly from step ladder 
to stairway ladder—-to extension ladder 
or two single ladders. Professionals and 
do-it-yourself homeowners alike see 
try—and buy the ladder with a hun- 
dred uses . the Rid-Jid All-Purpose 
Aluminum Ladder. 


Made by 


at the Atlantic City Housewares Show 
BOOTHS 612, 614, 616 THE J. R. CLARK COMPANY 
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SPRING PARK, MINNESOTA 
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A 4 ) WHY DON’T 
Sy YOU LET THIS 


STAR 
AEXPAK: 


YOUR 
PROFITS? 











Ever since its introduction, 
the STAR “Flex-Pak” Blade Assort- 
ment has been helping dealers 
everywhere make easier, more 
profitable blade sales 


Easier? Yes, because the 
“Flex-Pak” lets you put your 
stock where people see it — 
and seeing means selling. 


More profitable? Yes, be- 
cause it enables you to carry 
a stock of STAR “Molyflex” 
Blades at reasonable cost, helps you 
trade up your customers to “Moly- 
flex” at four times the dollar profit 
for you, four times the cutting efh- 
ciency for them. 


Each STAR “Flex-Poak” contains 
@ balanced stock of 80 Urbreck- 
able Special Flexible (green) 
blades and 20 “Molyflex” High 
Speed (copper colored) blades — 
costs you nothing extra 


Ask your distributor for the STAR 
“Flex-Pak”"—and ask him, too, about 
other STAR merchandising mate- 
rial—the “Molyflex” No. 166 
' Display Card, the No. 45 Spe- 
K cial Flexible Assortment and 

* ma the STAR Line of Hacksaw 
4 7 Frames. GP 1020 













. Yeor After Year, 
STAR Blades Lead The Sales Parade 


Sold Only Through Recognized Distributors 


CLEMSON BROS., Inc. 
MIDDLETOWN, N.Y. U S.A 
Mokers of Hand and Power Hock Sow 
Blodes Metal (Cutting Band 
Sows ond Clemson Hond ond Power 
Lown Machines 


Frames. 





a ~ 








WHAT'S NEW 





® For more information 
on these products and 
services use free post 
card on page 73. 


tings of a radial saw required in 
the preparation of roof rafters. 
Although designed primarly for use 
with the DeWalt unit, meter can 
be used in conjunction with any 
radial or Useful 
for both professional and amateur 
builders, meter can be employed to 
pre-determine angles for level and 
plumb cuts without 
carpenter's square. Sturdy 4x8 in. 
meter card has space for dealer’s 
imprint, and full text, diagrams 
and photos to aid in its use. Priced 
DeWalt, Inc. 
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table-type saw. 


employing a 


at 25é¢. 


- 
Paint Tube Squeezer 

Here is a paint tube squeezer 
for mixing 
department. 


colors in 
Put the 


your paint 
tube in the 


. 





the 


handle and the 


pull 
colorant flows into the paint base. 


device, 


The 

tube and is adjustable for any size 

paint can. F.. Lehr & Co. 

For more data circle No. 23 on postcard, p. 73 
= >. 

Shell Reloading Dies 


This of Ideal for 
the Ezy-Loader Press is available 


squeezer can handle any size 


new set dies 
for shooters who reload their own 
shells. The dies re-cap, 
load wads, and crimp the reloaded 
shells. Shooters may also make 
their own shotshell slugs. Lyman 
Gun Sight Corp. 


de-cap, 


For more data circle No. 24 on postcard, p. 73 


Tray Table Fastener 
Clip fastener for TV tray table 
secures tray to tubular legs with- 





out rivets or obstructions. Trays 


may be replaced or changed, and 
clip design permits tension to be 
retained whether tray table is in 
set-up position or folded for stor- 
age. Harvell Mf gq. Corp. 

For more data circle No. 25 on postcard, p. 7 


*» 
io 


Key-in-Knob Lock 

Solid exterior and cold- 
rolled steel interior parts are fea- 
tured in the Regal line of tie bolt 
key-in-knob sets with a 6 in. diam- 


brass 


eter rose outside, 2°, in. diameter 


rose inside and a 5D in. 


backset. 
Available with pin or disc tumbler 
cylinder, 


deadlocking or spring 





latch. All tie bolt locks feature the 
“bull-nose bolt.”” Standard or two- 
finishes offered and lock is 
for any hand of 
without disassembly. Only 1%. In. 


tone 
reversible door 
diameter hole is required through 
door. Mounted displays in decora- 
tor colors, red, blue, green or ivory, 
are available. Dexter Lock Div., 
Dexter Industries, Ince. 


For more data circle No. 26 on postcard, p. 73 


Soldering Irons 


Bantam soldering iron models, 


with stainless steel casing, have a 
mica - insulated, nickel - chromium 
heating element and a spoo! nose 


} 


for maximum visibility: the casing 


provides easy access to hard-to-get- 


at places. Irons are made in ‘sx 
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Pick the 
line of 


| aa 
resistance! Sy 















a 
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_“ KNEE-ROOM IRONING TABLE 
No sales talk needed a the K nee-Room Ad- 
justable All Steel Ironing Table sells itself! It's 
so easy because the lady has heard about it 


- 


. read about it...and she’s convinced she 
deserves this new kind of sit-down ironing ease 
> that ends forever the bending, stretching, twist- 


ing of old-style ironing. 12 height adjustments 

. fully ventilated open-mesh steel top . 
gleaming chrome and yellow beauty put the 
Rid-Jid Knee Room high on her “simply must 
have’ list. 






+ 


| “Cl; PRESOLD r¢ ““, RELATED SALES 
BRIDE J) (}] D\ { to 15 million women read- ohy< 
os | ers through a powerful y Sie yer, 
, y consumer advertising ms Woe. 
Parents, Hl} campaign in Ladies’ Home _ a Wis 
) ey ~~ May } Journal, Better Homes YS 


° Sm j and Gardens. (;00d House- 
ra keeping, Parents’ and ue 
| sride’s Magazine, the Rid- : 
~ 


Every sale of a Rid-Jid 
ironing table leads 
automatically to the 
sale of the Rid-Jid 
Air Flow Pad and Cover 
Set. This ‘“‘matched 
combination for 
matchless ironing” is a 
natural for extra sales 

. extra profit 
every time. 











Jid trademark and “‘“Knee 
Room” are the hottest sales 
clinchers in housewares’! 








ALUMINUM LADDERS AND STOOLS WOODEN LADDERS, CLOTHES DRYERS ALL-PURPOSE ALUMINUM LADDER 


Introduced last year . . . top sellers this See the complete Rid-Jid line of lad- Changes instantly from step ladder 
year. Rid-Jid’s great line of aluminum ders, too... includes extension and step to stairway ladder—to extension ladder 
ladders and step stools has set a new ladders, and stools. Every step rein- or two singk ladders Professionals and 
kind of sales record. Safety, comfort, forced with patented rod construction do-it-yourself homeowners alike see 
strength, eye appeal make this a super- Rid-Jid also offers every style, every try—and buy the ladder with a hun- 
quality line. See the full range of sizes size clothes drying rack. Designed to dred uses . the Rid-Jid All-Purpose 
in single, extension and step ladders, save space. Packed KD for economy Aluminum Ladder. 


and stools. 


See the complete RidJid ne Made by 
at the Atlantic City Housewares Show THE J. R. CLARK COMPANY 


BOOTHS 612, 614, 616 SPRING PARK, MINNESOTA 
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Children's Toy 


> Featuring a life-like hee-haw 
sound, toy No. 166, Bucky Burro, 


is made of wood. Acetate ears flav 





this chain door guard is offered in 
extruded brass or aluminum and 
has a narrow chain holder only *%% 
in. wide. Hardened steel chain of 
the twist-link type, with no open 








yon ey 
a ‘> 





back and forth as _ spring tail 

swishes when burro bucks. For 

and 3/16 in. tip diameters with f: | | children 2 to 5; retails at $2.50. 

tandard or pencil-type handle and ke i | Toy is 13% in. long and 74% In. 
vith long or short casing. Diamond _ Se | high. Fisher-Price Toys, Ine. 

tip is standard equipment, ; For more data circle No. 29 on postcard, p. 73 

chisel-type may be ordered. ‘ . ‘ 

alia ee ioe » tin Pipe Threading Machine 

vore deta circle No. 27 on postcard, p. 73 ‘inks, is a feature. Guard is avail- Improved Model-A pipe and bolt 

able in all standard finishes and is threading machine threads 2 in. 

, offered in a self-display carton; pipe in 10 seconds; ‘2 in. pipe in 3 

Chain Door Guard each item is individually packaged seconds, increasing productivity 40 

in plastic bubble. H. B. Ives Co. pet over previous equipment of 


, 


¥. li. _ , , 
especially suited fo 


Sri, &£ implified narrow For more data circle No. 28 on postcard, ~. 73 this type. Machine is equipped 


“Lasso New Sales with PRO-TEX Mats!” 


Round up new customers with PRO-TEX 

products that are corralling extra profits for retailers! 
All made by Ballonoff, America’s oldest and 

PRO-TEX is the one com- iid largest manufacturer of stove and table mats! 

plete line of stove and = 

table mats, with the widest 2 VIAL LAALL« ‘LIZ > 

range of sizes, colors and ke pony << 

patterns. In 1955, custom- oO: 

ers demand valuc! PRO- 

TEX stove and table mats 

offer the biggest values — 

finest quality at the 

M4 
lowest prices! 


The brand-new 3-WAY 
IRON REST — only Iron 
Rest incorporating these 3 
features. Retails at $1.00. 
Only PRO-TEX offers a N sent for promotions: 
complete line of Burner 
Pads! Two sizes, 7” & 82”. 
Two styles, metal-faced & 
metal-rimmed. Now featur- 
ing AIR-COOLED COIL | ' metal products . 
HANDLES for greater , j Cleveland 15, Ohio Offices in principal cities in 


safety . faster sales! the United States. in Conada: Canadian Housewores, 


<_> - we MV Ltd., 20 Wellington $t., Toronto, Ontario 


all - 
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put your 


she Pay 2 qt. Saucepan 


with cover 


pop @lot= Oe 


FEDERAL’S FABULOUS NEW PROMOTION 
PROVED BY CARLOAD SELL-OUTS YEAR’S HOTTEST 


KITCHENWARE COLOR 
=> U 


Made even hotter for you with powerful Fall Ads 








ile ‘DERA 


FoR exrTaa tiff 


















in #8 aa, GOOD HOUSEKEEPING, 
AMERICAN HOME, WOMAN’S HOME COMPANION 


Now ... from Federal, the formula for the most phenomenal 
enameled cookware sales you've ever experienced. Pink, the 
fashion color rage of the year .. . at a price. Your customers 
will see Federal’s Fall ads—a full page in PINK in LIFE, plus 


ert alae . ' Fiovor-saver covered pots 
powerful ads in Good Housekeeping, American Home, Woman's $804 3% at. 1.49, #PB04 
Home Companion. Your customers, and new customers, will 2% at. 17 


want Pink because it’s so fashionable; and will buy it because 


of Federal’s irresistible low prices. Carload sellouts on single 


SPECIAL INTRODUCTORY OFFER #PBIDE 


jon of a , ter 4/2 meces 


test ads prove that. So get in on the rush—order today. Novel 





free selling aids on request 61.05 


39.95 
2 Ibs 








FEDERAL ENAMELING and STAMPING CO., Pittsburgh 30, Pa. 











send me Special Package Offers 
. As 
ADDR 
; - 2 A® 
SEE AT THE HOUSEWARES SHOW © ATLANTIC CITY AUDITORIUM © Booths 517 519. 52! Suggested retail prices—may vary according to location 
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ent colored Pyrex brand casseroles is further packaged in a plastic 
and dishes. Price, case quantities bag before being placed in the car- 
and weights are the same as for ton. Cory Corp. 
the present line. Corning Gla 38 For more data circle No. 32 on postcard, p. 
W orks. ' 
Fer more data circle No. 31 on postcard, p. 73 Floor Machine 
K-19 floor machine has _ Bal- 
. : anced-Power offset motor design 
Electric Knife Sharpener | } 
which puts all weight on brush 
evenly, so brushes wear evenly and 





Crown Jewel electric knife sharp- 
ener is now packaged in a multi- 
colored gift carton. Sharpener has 
a lustrous, chrome-like finish with 
jet black trim, and retails for 
$19.95. Carton is magenta and 


last longer. Floating Power prin- 
ciple is a cusnioning gear arrange- 
ment to withstand shock and to 
allow power to flow smoothly from 
motor to brush. Machine has a *, 


with a power grip wrenchless 
chuck waies reduces time required 
for chucking and increases the 
afety of operation. Beaver Pipe 
Tools, Ine. 


lor more data circle No. 30 on postcard, p. 73 


Bakingware in Color 


| 


Desert Dawn is the name of the 
of Pyrex bakingware in mod- 
speckled pattern and available 
wo colors, desert pink or desert h.p. fully enclosed motor and an 
llow. Housewife can bake, ser, white on the outside, with the white adjustable handle with an auto- 
store in the same dish. sert facing continuing throughout the matic release switch. Various 
line will include all the pres inside. The Model MBS sharpener brushes and attachments are 





CARPENTER PINCERS 


fori 
The New 


3” Ss; Polished head, green handles Electronically 6” $1 50 
ize hardened cutting edges 6 and 8 inch sizes 8’ $1 70 


Drop forged and heat treated for strength Retail Prices 





—DIAMALLOY- PINCERS AND NIPPERS | 


STOCKED BY LEADING HARDWARE DISTRIBUTORS 


HEAVY DUTY CUTTING NIPPERS 


os 
“There i a 
re is | 
yae* 
a! 8. 


———— 
nothing finer 

than a 
DIAMOND” 




















Drop forged, heat treated and tempered for Retail Prices 
toughness Light weight, yet strong Polished 10° $1 90 
head, green handles 10 and 14 inch sizes 14” $2.60 


DIAMOND CALK HO/SN0€ Co 


DULUTH - MINNESOTA Established 1908 TORONTO - ONTARIO 


DIAMOND 
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STARRING a ees 


nation $ 


STARRING ‘@ vo" 


: | 
rofitable hardware line: 
p ’ 


at 


cabinet 
ow!” 


ik fastest-selling ‘ 
"hardware you can $ 


- = 


°s 


$3.50 Value Display Board 
with Americana Deal 


Show your customers you have it with this 
clever stand-up display board, complete 
with New Americana hardware. 


39 1—1'/,"" 


"B"’ Americana 
Americana Knob 


#326—%"" “T’ Americona 


onceciec Minge : . 
Semi-Concealed Hinge 


| 3327—""HL"’ 
$328~—""H" % | % Americana 


Americana Cfiset | 
H 
Ofiset | ammered 


Hin | 
Hammered _oe 
Hinge | 


Z3I79—""H"” %" | 
Americana | 
Fiush 
Hammered 
rMinge | 


7 


#330—""HL" | 
Americano 
Flush Ham- | 


Z —s 
ws 
IS #237—"'EZ"’ 


Rubber Roller Catch 


«ee . 
AVI 
~—a 0 %@ . 


se 


cA 


i U. S. Pot. 22660464 


NEW AMERICANA 
is handsome. 
hammered steel 
hardware, finished 
in “Stor-Brite’ 
Black, Antique, 
Copper or 

Brushed Brass. 


= 394—Americana Hammered Puli 
=395—Americana Hammered Pui! 


SEND FOR COMPLETE CATALOG TODAY! 


‘ 


TAR METAL PRODUCTS “eg 


ee 
370 Butler Street, Brookly® 


Sold through wholesalers only 





available so unit can 
any floor maintenance job, includ 
Ke yt ('o. 


For more data circle No. 33 on postcard, p. 73 


ing wet or dry scrubbing. 


Jet Spray Dishwasher 
Maid, 


dishes 


Called the American 
dishwasher washes 
oughly, gently, and safely. 


> 


a jet spray pressure action 


immersion in 
gyro action Swirl Bath, dishes are 


th, and complete 
given two types of washing simul- 
taneously. Retails at $89.50. Disi- 
washer Corp. OT America. 


For more data circle No. 34 on postcard, p. 73 


interior Enamel 
An alkyd 


rr 


signed for painters, becomes 


interior enamel, 
ner as product is stirred or 

W hite 

or rolls at 


Gel-Enamel 


thinning de 
Although 

for brush or 

tion, ename!] may be 
thinning according 


Mav be 


metal. 


tinted for n \ 
plaster, wallboard and 


sonry. Dries dust-free in three 
hours; to recoat or use in 16 hours 
One U. S. gallon covers 500 sq ft: 
an Imperial gallon, 600 sq ft. Pratt 
& Lambert, Inc. 


For more data circle No. 35 on pestcard, p. 7 


Packaged Sport Sets 
Ten different sport sets for 
und selling are 
ckaged for combination 
unger athletes. A new set is 

DFS10 unit including a basketb: 

IS in. goal and net. Usef 


These Sp rt 
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STOCK ‘THE ORIGINAL’? 
\ 





























mas time. Sets range in list prices 
from $1.95 to $14.95. Draper-May- 
idl d (oO. 


For more data circle No. 36 on postcard, p 


Revolver Cleaning Kit 


BUILD PROFITABLE VOLUME 
TE PEs ON WITH THIS COLORFUL 
inted brass revolver rod WIth BATHROOM ACCESSORY 


roller bearing swivel tip; flanne! ' 
7 Hide-a-Brush is the perfect answer 


1, * 5 Ke } 7 1 } ws . 
to the toilet brush problem. and a 


ist tor the modern home-maker 


keeps her bathroom attractive 
; t-f i a © 
] , ? : ‘ bed 
Unit CONMSIStS I i ruggea rust-fe- © 
7 

| ae , , 

sistant holder, lthographe vith a : 
smiles } ener » Bae . o 
lovely floral design itn full color, with 3 
. ; lor hacke nd 7 o 
assorted ‘ PASI Lath KPI ititisS TT) ¢ 
a 
plete with-a specially designed, long 3 
. a. 

wearing Ox bow! brush. (¢ es 


. 
¥ 


the well-advertised Oxco brand name 


as your guarantee of customer appeal 


+ 


4 and satisfaction 
> CLEANING * | , 
ec yoLver CLEA gn es Watch your sales of bathroom items 
« eee AS a > nick uD f et , hy ey ret disp] .% the 
2 a 4 - »* I} <i W I) ss ¥ : As ¥ ~-ee® 
- colorful, modern Hide-a-Brush. It’s a 
} 1+ 7 ‘ li gas ’ | 

cleaning patches; and a can of year round good seller it a popular 
Nitro Solve price—with a comfortable profit for 
; You Place yvour stock order soon). 





‘ 
‘ 
| 


it oll. Kit Is packaged 
i] a COM pat t Two eolor carton T we 


new counter merchandisers are 







available at no extra cost wit) , Six (6) color backgrounds 
compasses and waterproof match Ves ' ; for easy color match 


pPOxes Marhblii rns f OT Us 





BUYING INFORMATION 
No. 830 


Metal holder with | 2 handie 


For more data circle No. 37 on postcard, p 





Toy Doll Carriage 
Model 32B folding doll carriage, 
cepted as a 1955 Prestige Tov b 
t hig Ty . 


‘ . | . » 
ered 1n Signal green, with Barog it 





bow! brush 






COLORS 


White. rose sree yellow, 









ruldance ‘ ounce. is 
blue ond black backgrounds 







PACKING 
Indiv bor 4 Hide-a-Brush 









of One 7 or backar d ie 







“aeeen ORDER NOW FROM 
Cupped base catches YOUR JOBBER 


excess water 


AN ox<eo PRODUCT 


OX FIBRE BRUSH COMPANY, INC. 


FREDERICK Julablidhiil /&&4 MARYLAND 
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tails at $17.95 and includes dinner 


W he A rey AE Ne plates, dessert bowls, cups and 


saucers. A 20-piece deluxe starter 
set, including bread and butter 





® For more information 
on these porducts and 
services use free post 
card on page 73. 


vinyl and features the “viso-ramic”’ 
4 bow hood. Body is 22x9 in. and 
carriage has a detachable utility 
bag; wheels are 6% in. in white 
enamel with % in. pyramid tire 
and plated hub caps. South Bend in. out of handle; long, 5% in 
Toy Mfg. Co. and extra long, 8'4 in. Self-stand- 
For more data circle No. 38 on postcard, p. 73 ing servicemen’s kit, No. K-7, is 
available to hold seven color-keyed 
Nut Drivers in Color nut drivers; kit, which is 94.x7'». plates, retails for $29.95. Addi- 
Hollow shaft nut drivers are in. when flat, stands up, hangs ”~ tional settings and serving pieces 
and folds up. Service kit lists for will be in open stock. International 
$9. Yaco Products Co. Molded Plastics, Inc. 


For more data circle No. 39 on postcard, p. 73 


available in color so that required 
sizes may be quickly located; all 
black shafts have 3 16 in. hex size For more data circle No. 40 on pestcard, p. 73 
wockets; red indicates the ‘4 in. 

soi iin Aelia Team lea ea ,, Decorated Table Ware New Dishdrainer 

'» in., are color-keyed. Also, en- Decorated ware made of Melmac Dri-All dishdrainer is designed 
tire shaft of nut drivers is insu- is offered in two designs, for tra- to hook on to the side or end of a 
lated from handle to tip and shafts ditional or modern table settings. dishdrainer. Constructed to pre- 
are hollow, for lighter weight and Brookpark set illustrated is avail- vent silverware from slipping 
improved balance. Drivers are able in either turquoise and yellow through open spaces. Holds sub- 
available in four lengths: stubby, on white, or brown and gold on stantial number of pieces, includ- 
1% in. out of handle; regular, 3 white. Starter set, for four, re- ing plates, silverware, kitchen tools 








RUBSER COVERED 


Artwite 


Si'Cete ares 








DRiI-ALL DIsH DRAINER 
* With Colorful Polyethylene 
Plastic Receptacle for 
Draining Silverware Vertically 
ae =~ 1S SEE THIS and OTHER 
; Write zt for ald | :" | | , NEW ITEMS 











Mail Box Catalog 


At our SPACE +110 
The AUDITORIUM 


BOMMER SPRING HINGE CO. INC. ATLANTIC CITY HOUSEWARES SHOW 


& Plant: LANDRUM, SOUTH CAROLINA Contact Lecal Representative 
180 N. Wacker Drive, Chicago 6, I! or Write for Cateleg THA 








263 Clesson Ave Brookiyn 5. N. Y 
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off your counters! 


SQUARE 
CANISTER SET 


ROLL-TOP 





BREAD BOX 








SERVING TRAY 
OBLONG 


ee TD ee 2)? Oe Rory eeee 







THR E-TIER 
PAFE? DISPENSER 





—  STEP-ON CAN 


colorful new Nesco 





RUBBER-EDGE 
DUST PAN 


WASTE BASKET 
KOUND 


The Original 
Kitchen-Ryte 
Decorated Ware 


NEW NESCO MELODY STIX AVAILABLE IN ALL THESE ITEMS, TOO! 


Raymond Loewy designed them— Nesc: 


Two-Tier Paper Dispenser Step-on Can * Match Safe COLORS TO PLEASE makes ‘em—and youll sell them faster 
Serving Tray — round Round Cornered Bread Box EVERY CUSTOMER! than the proverbial hotcakes! 

Stove Mats Waste Bosket — oval a , 

Slant-Door Bread Box Waste Basket — jumbo Buttercup Yellow Shown here are just a few of the fast 
Canister Set — round Salt and Pepper Set Coral Red 


moving items in the complete line of new 





Soap Flake Holder Cake Cover and Serving Tray Larkspur Blue 


NESC 


HARDWARE AGE, JULY 7, 1955 


pattern Nesco Me.Lopy Srix—a total of 
20 different gay, colorful sell-on-sight 





pieces that will really put new “impulse” 
into your impulse selling profits! 


CALL YOUR NESCO DISTRIBUTOR 
FOR A LOOK AT THE COMPLETE LINE! 





Executive Offices: Milwaukee 1, Wisconsin 









sticks of assorted colors, 12 pieces Charcoal is ignited by pressing in 
, ney | : ) 
an ee | 7. AY AF om ot fingerpaint paper, a plastic cup perforated sections, inserting a 


and instruction sheets. Jumbo set, lighted match and placing entire 





> 


at $1, has five sticks of assorted package in grill or fireplace. Char- 
colors, six sheets of fingerpaint coal automatically ignites, and 
paper and instructions Milton burns for approximately one hour. 
Bradley Co. Suggested list price: 49¢ per pack- 
For more data circle No. 42 on postcard, p. 7 age, 12 packages to a carton. ( on- 
r¢ mpo, Ine. 


Fer more data circle Neo. 43 on postcard, p 


Charcoal Fire Pack 
,ar-B-Coal,” a self-kindling fire Folding Door Kit 


pack containing charcoal! lmprer:- Any standard doorway, up to » 4 
P wi ' roel “1 aw _ sit ; ; 
nated with hickory, has been inti ‘n. wide and to 80 in. high, is suit- 


a iced for Use in grills, barbecues able for the do-it-yourself folding 
and fireplaces. A two-color package door which is packaged in a carrvy- 
7 rh | "7 , ‘) y »? . 

VED/ZRE I., WE ighs <4 oz. net home carton weighing only 2 Ib 


’ and may be carried easily for picnic 


and glasses. Two sizes: No. 2900 This accordion door releases eight 


, 


; : 2 ise and by fishermen, hunters, 

or $1.98; larger No. 2925 is | 

TT campers and other outdoorsmen 

$2.75 (slightly higher in the West 
i rwoire ¢ reations. I ne 


For more data circle Noe. 41 on postcard, p. 73 


3-in-1 Coloring Stick 

Watercolor, crayon and finger- 
ire combined in one coloring 

Red Skin Stix -O- Paint 

may be used wet or dry. 

tick is Jumbo size and non- 

colors may be removed from 
washable surface. Super jumbo 


retailing at $2, contains 11 





SUMMERTIME PROFIT MAKER! 
— POS ee a ag ae 


Me WRAP ON pom 


; > S r SIS — par? 
the best bas Sh Pia 


for building big In@ | We STOPS DRIPPING 
business! Builc ‘iT ad Re yy Z oe PIPES INSTANTLY 


-mloc ; | ; First on the market—First in sales! 
saies : : ‘ if S; 

LE WRAP-ON is the original fiberglass 
3 Lb pipe insulation. A fast seller to the do- 
DY giving you! i} ; | it-yvourself trade ‘Tops In repeat busi- 


ness because it's (the gua lity pi “luct'! 


eee 7 FRE ADVERTISING 
” vocal — Best | ras saa ‘ pl. ice and p: mi yon neve , 


name in your local paper. Simply mail 
There is no better calking compound in the world than PECORA the card Renee in each carton. The 


calking compounds. Put in a dramatic display of these handy con- cards vou send. the more ads vou 
tainers and they'll move fast! And, what's more, your customers ‘weed amas So a ee ee i w in’ This same ad ts used in big 
will oppreciote that you offered them the same high quolity for . tional magazine tO make more 
Do-lt- Yourself” use that orchitects and builders hove been speci- — es tor you 


fying for yeors. Display literature available without cost | 4 
— ae FREE DISPLAY! 


This hard-selling WRAP-ON display 
is yvours absolutely FREE when you 
buy 12 packages of WRAP-ON from 
your jobber or direct from us. Order 
now start making Oummer Profits 








PECORA PAINT CO., INC. 


Write today for complete, money-making details 
Poe Bi ee Phiadeipa 40. Pa 


WRAP-ON CO. CHICAGO 10, Dept. 30A 
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Designed by 
Raymond 
Spillman 






















2 Speed 
HOUSEHOLD TIMER 


We're proud to present to you a completely new 
deluxe 2-speed timer. NEW in design, NEW in concept, 
NEW in merchandising advantages. It is versatile enough 
to fit every timing need from cooking to games — wher- 
ever timing and reminding is helpful, and it’s so beautiful 
it fits every and any room decor. 





x 


on the wall! 


Stands 


on the table’ 


Choice of 4 House & Garden 1955 Colors 


Tangerine, Gunmetal, Citron or White 
Dial Face in Smart Coppertone 






TIMES In 
SECONDS 
uP TO 
6 MINUTES 





vP TO 1 HOUR 





, Seecial tor you 


Christmas Gift Business 


The Practical and Novel GIFT for all occasions 
—Christmas, Anniversaries, Weddings, Bridal 
Showers, Housewarmings, etc. 


See as at the 
Atlantic City Housewares Show 


BOOTH 1/05 


in the Convention Hall Ballroom 


M.H.RHODES, INC. 4:3 


HARTFORD 6, CONNECTICUT 
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WHAT’S NEW 


@ For more information on these products and services 
use free post card on page 73. 





sq. ft. more floor area and may be 
shortened as desired. Householder 
can install door himself in a short 
time without special tools or skill. 
Doors are of simple design, for use 


200 ft. of clothes line, is rust-free 
chrome over nickel and reels free- 
ly. Also usable for fishing lines, 
kite strings, chalk lines and exten- 
sion cords. Standard packing, 12 
per carton, 6% Ilb.; 36 per carton. 
List price, 98¢. John Badal. 


in modern or traditional homes. 
May be used for living room, bed- 
room, child’s room, and is also con- 

_ , _ ” 7 =) = *) ~ a ('¢ - 
ve nient for closet use. , umm . , yt For more data circle No. 46 on postcard, p. 73 
tage installation aids in providing 
temporary extra sleeping quarters. | 
Reinforced viny! plastic surfaces vif i Dinette Sets 

‘s are washable; comes in ‘y ea 
of door mg shab! — New contours, colors and pat- 
neutral antiqued gray, and can be 
painted, if desired. Clopay Corp. mum rigidity. Patented drive gear, 
For more data circle No. 44 on postcard, pr. 73 ball bearings and the dasher de- 
sign are unchanged. Prices are 

Egg Beaters unchanged. Taplin Mfg. Co. 


For more data circle No. 45 on postcard, p. 73 


terns for tables and chairs are fea- 
tured in the dinette line including 
two large-size tables and a variety 
of chairs In addition to the 
36x60 in. tables, including 12-in. 


Improved frames on No. 50 extension leaf, two drop-leaf tables 
series egg beaters, including Mod- 


els 50, 55 and 52. are made of Clothes Line Reel 


are offered in dimensions of 30x48 
in. A total of 11 tables and 14 


pressed-metal. All sections are A lightweight cord clothes-line chairs are in the new line. Chairs 
crowned or curved to give maxi- reel, Revolv-O Reel, holding up to are chrome and brass wire-back or 





ew SAFETY 


Makes Sales and Extra Profits 


" . P . | ~~ sy , }h , , ; y " ) ; 7 < - > +. 
lian aad Safety Your customers will thank you. Every unit is so effi 
cient and good looking neighbors want one too. Re 
place open trash burners and get better profits. 





Cabinet gas area heaters 


No. 1, year after year 


in dollar volume of gas space [ be U R N r R 
heater sales— No. | Ori son 


m units sold for use with S iT S . h 
L-P gas. And year ‘— eis On Ig t 
after year, your No. |} e > as © Engineered to produc > 
profit-maker. See intense combustion, 
: CAaAUSINYL complete bur 
ing without spark 


heavy smoke or odo 


Heavy gauge, non-rust 
yy. aluminized steel! 


ver Tour busnel 
DACILY 


ea 


size 18” x 18” x 
te Shipping Weight 34 


ooveee 


= s paper, tras! 


Seme territery open for 
factory representatives rain. 


you can depend on FREE Cire lar and prices wit 


upon request 


W. P. JOHNSON CO. 
311 S. W. 9th St., Des Moines, lowa 
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Plastic “Roll-Top” Bread Box 


ee at roe ct 





Plastic Combination Towel Dispenser 


Plastic Waste Basket With Legs 


FIRST | 


Plastic 26 Quart Waste Basket 








¢ 


- ‘oe 


AGAIN *" 


¥ 













@ Full 38 Quart Capacity 
Largest Plastic Basket on Today's Market 
@ Loma Reinforced-Rib Construction 
STE BASKET @ Full-Grip Handles 
wy A @ 100% Polyethylene 
Rustproof, Unbreakable, Dent-proof 
Noiseless, Completely Washable. 


LOMA PLASTICS, INC. 3000 W. Pafford St. * Fort Worth, Texas ) 0) 
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is a do-it-yourself project. Nerdahl 

(Co. 

For more data circle No. 49 on postcard, p. 73 
* 

Sponge Cleaner Display 


Compact display shows ease of 








cleaning copper utensils with Cops, 
a specially-treated sponge. Motion 


upholstered-back, with chrome ©: 

wrought iron black frames. A va- 

riety of pattern themes is offered screens, kennels and aviary doors. 

for both tables and chairs. Arvi) Display counter unit comes packed 

Industries. Inc. ready to set up. North & Juda 

For more data circle No. 47 on postcard, p. 73 Mig. Co. vs 


> ' , For more data circle No. 48 on postcard, p. 73 
| Resume reading on page 13) 


Wardrobe Hardware Kit 
0) HELP you SELL | This wardrobe hardware display display with battery motor acti- 


kit holds 10 units of packaged vates hand holding sponge as it 

vardrobe hardware. A supply of wipes a clean path across black- 

Continued from page 13) | ens ) ae 

how-to-do-it booklets comes with ened pan bottom. Display is in 
ng display insert, in a combi kit and are dispensed from a pocket color. G. N. Coughlan Co. 


hion carton - display unit. No. or the display. Newspaper adver- For more data circle No. 50 on postcard, p. 73 


930). safety hook and eye is a tising mats are also included for 
mper-proeof fastening device for dealer ads. Conversion of ward- Hose Coupler Card 

on screen, storm and cellar robe closets to sliding doors with “Jiffy’’ hose couplers are avail- 
oors, and on gates and window ‘feather glide” wardrobe hardware able in clear-plastic covered cards 


FASTER SINK INSTALLATIONS 


WITH SPRING LOAD TOOLS! C€ARLSON ) BIG CHiEF 


NEW screwdriver head fits all types No. 3312 
and sizes of bolts. with 12 foot blade 4" wide 


With 10-second Blade Chonge... 

SINK INSTALLER easy to reod jet block numerals on 

snow white blode surface... Built-in 

A ‘ , Automatic Broke... Easy action 

Saves its cost in one installation! Swing Tip... centralized Coil Contro!... 

Gradvoted in léths. Weighs only 

Easy to use; you can start, tighten 5'/2 oz. in 2" chrome plated case. 
bolt, and release the Sink Installer 

with one hand. 








144 inches of QUALITY 


No reaching, no groping, no dropping lug steel tape rule 4/,” Wide White Blode Tel leat: 
bolts. Fastest, easiest way there is to install th stud ‘ 16” in LENGTM 
a sink and rim. $2.75 with stud marks every 





Heat treated shaft, chrome tone plated. Sure to inflvence customers and stimulate STRONGER 
sales, the new 12 foot BIG CHIEF 
with the wider 4%," white blode is the 
new stor in the CARLSON line 
Faster, water-tight installations every of quality steel tape rules. 

time. Won't damage lugs, threads or finish. 

Fits any basket strainer with 1')" thread. BY THE ORIGINATORS 
OF THE WIDE BLADE RULE 


Also available with hex head to fit standard 
12-24 hex head bolts. 


INSTALLER SET 


Strainer Installer — Guaranteed non-slip Bf G i | i E F 

grip. Prevents sealing compound from work- mew mow. ld 
ing out while keeping strainer tight. $3.90 

Sperner Wrench—Pulls gasket to a water- ive you 

tight joint every time. Also fits hexagonal Give r customers the — 

slip $.90 convenience they need when making 

The Set will cut installation costs. reduce those high, herd peg Make o bid 

call-backs and service calls, and virtually for more business with the BIG CHIEF. 


eliminate leaky installations Order from your Jobber today! 
Aveileble ef your dealer's 


SPRING LOAD PRODUCED UNDER PATENTS 2089209, 2510939, 
2629180 AND PAT. PENDING 
MANUFACTURING CORPORATION 


3610 First Aveave Seuth Seottie 4, Washington CARLSON & SULLIVAN, INC. ° MONROVIA, CALIFORNIA 
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Good News for People! 
Bad News for Bugs! 








at 
DIAMOND 





<> 


CHEMICALS 


SOSSSHSSSSSSHSSSHSSSSSHSSSSSSSSSESESSSESESSESSESESSSESCESOSCSOSESSSSSS 


Now. retailers carryine the famous LAC nw | FAI line can 
count on taster turnover. more protits than ever! 
The new DIAMOND BLACK LEAF COMPANY combines the 


experience, research and manufacturing facilities of two 





outstanding companies ... BLACK LEAF, oldest and best 
known of the house and garden pesticide makers, and 
DIAMOND ALKALI, world-wide leader in basic chemicals 
and insecticides. 

Heres evidence of the hard-hitting sales support you'll 
eet from this dynamic new company. BLACK LEAF’S great 





1955 consume! advertising program... largest i) hy ACK 
LEAF history es has been enlarved avain' soon vou and 
your customers will be seeing more ads than eve ro ink more 


. hewspapers and mavaZines than everT. 
For steady profits, stock 


and sell the famous Bi \CK ' ; 
Lear line in the red and Cash in on it. Order BLACK LEAF products from your dis 


This is the kind of action that puts money in your pocket 


white packages. tributor now. 





Diamond 
Black Leaf 


cOnM PAN VY 















CLEVELAND 14, OHIO 





Malt-Purpo 
GARDEN DUST 


eraeare# ewer 
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TO HELP YOU SELL 





®@ For more information on these products and services 


use free post card on page 73. 









which keep coupler and card clean, 


and also discourage pilfering. 
Coupler and information are clear- 
ly seen. Card is 4%4 x 4%% in. and 
hanging. Hose 


couplers are rust-proof, of simple 


is punched for 


construction, and quickly attached. 
Sanco Products Co. 


For more data circle No. 51 on postcard, p. 73 


. 
Bulletin on Fuses 
Bulletin No. GEA-6319 describes 
current-limiting 
and 600 volts in sizes 6 to 200 am- 


fuses rated 250 


peres. These special fuses are used 
conventional fuses do not 


have adequate interrupting capac- 


VW hen 


ity. Specifications, curves of cur- 
rent-limiting characteristics, tables 
and other useful information are 
included in this eight-page bulle- 
tin. General Electric Co. 


7 | 


For more data circle No. 52 on postcard, p. 73 


Self-Service Merchandiser 


A six-in-one self-service mer- 


chandiser for the Minute Minder. 













a portable household timer, is 10°, 
in. wide and 15 in. high. Compact 
three-color display is aimed toward 


impulse sales. Shipping carton, 
merchandise and display are sent 
to dealers in one unit, which may 
be set up quickly. Six timers are 
pre-mounted on this free display. 
Lux Clock Co. 


For more data circle No. 53 on postcard, p. 73 


Mixer Display Stand 

Available to the trade with mer- 
orders is this display 
designed for the portable 
Display has blue 


chandise 
stand 
electric mixer. 
wall tile background and is 12 in. 
wide and 6 in. deep. Copy points 








































Display 


advantages. 
unit is pre-assembled and ready for 
West Bend Alumi- 


up mlxer'’s 


immediate use. 
yew (‘o. 


For more data circle No. 54 on postcard, p. 73 


Modernizing Brochure 
Showroom planning and modern- 
izing of lighting fixture displays 
is the subject of a brochure which 
emphasizes a new concept in 
dropped This 
permits the moving of fixtures for 
inventors 


ceilings. approach 


proper lighting as the 
and display are changed. Brochure 
describes steps for changing cell- 
ing height, installation and other 
details. Improved visual merchan- 


dising and modern use of fixtures 


discussed and 
brochure. 


For more data circle No. 55 on postcard, p. 73 






in various parts of the home are 


explained in the 
Lightolier. 


Steel Wool Pads Package 


Layer-built steel wool pads are 


now presented in a Sun Ray Twin 


Pack, a 16-pad package with per- 










foration around the center to per- 
mit breaking in half to make two 
to speed 


8-pad packs. Purpose is 
eliminate 


William. 


self-service and help 
handling of loose pads. 
Co. 


For more data circle No. 56 on postcard, p. 73 





Tape Rule Display Cards 
may examine the 
tape rules 


(Customers 


blades of these steel 
without removing them from dis- 
play cards. Tapes are encased in 


transparent acetate bDlister on 
cards ; tape can be pulled out for 
examination through a pre-cut slot 


without damaging card 


tape or 





Cards are in two colors, 4%,x6 
be placed on counter 
hung on wall or 


Keuftel « Rsser Co. 


and may 
display rack. 


Fer more data circle No. 57 on postcard, p. 73 


Resume reading ori page 14) 
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HOOVER 


= Sg 





Z 


\ 


A double-duty polisher-scrubber with two prospects in every home! 


Special release! This Hoover polisher-scrubber is 
available for hardware outlets— for sales—for rentals. 

It’s an appliance with two prospects in every 
family—both housewives and husbands. It scrubs, 
cleans, waxes, polishes, buffs—anything! She'll use 
it to add life and luster to floors and furniture. He'll 
use it for patio, porch, and car. 

And you'll use it to get your full share of this 
growing new market. It’s the finest polisher-scrubber 
built. ‘Twin brushes for better eh emi and easier 
handling. The only polisher with a headlight to find 
the dull spots. Plus a practical attachment for em- 
bedding rug cleaning compounds. (Available at slight 
extra cost. ind its a Hoot er. 

Order your display models now. Get in on Hoover's 
new, full-scale advertising and merchandising pro- 
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gram. You'll get everything you need to help pull in 
real volume. The Hoover Company, North ¢ anton, Ohio. 








; 
Rent em, too Cash in two ways with the new 


Hoover Minute-man—by outright sales or by putting 
one or more into rental service. Renting builds store 
traffic—as well as income—to boost volume on all 
floor-core supplies. 





HOOVER 


FINE APPLIANCES 
around the house. around the world 











Now available f@f hardware outlets... 


NEW HOOVER 


KKKKKKK 


Read it in 
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Valentines Win IRHA Hardware Week Award 


Valentine Hardware Co. of Boulder, Colo., was judged as 
doing the best IRHA Hardware Week promotional job 
in 1954 by the National Retail Hardware Association. 
lointly named as 1955 Hardware Retailer of the Year 
were John B. Valentine, Sr. and John B., Jr. In the photo, 
left to right are John B. \ alentine, ~ John B., Jr., and 
Francis W Reich, secretary of the Mountain States 
Hardware & Implement Association. Mr. Reich presented 
Chevrolet station wagon to the father-and-son 
team as the award for this accomplishment. 


a i955 


Builders’ Hardware School for Ace Dealers 
Will Be Held in Chicago on July 25 to 27 


A builders’ hardware 
for Ace dealers will 
be held on July 25 to 27 in 
the Hamilton Hotel, 
Lil., it 
recent 


buying 
plans for 
of 1955 

advertising 


told of 
half 
Prasch, 
manager, an- 
additional! full color 
the fall and 
Christmas promotional book- 
let. 

The regular Ace fall meet- 
ing will be held on Oct. 17. 


departments 
school the second 
James L. 
Chicago, 
was announced at the 
summer convention 
and toy show of Ace Hard- 
ware Corp. in its 
warehouse. 


nounced 


pages will be in 
Chicago 


Added emphasis was given 
to gift merchandise at the 
summer convention which 
featured toys, sporting goods 
and giftwares. In addition to 
the general display. 100 
manufacturers showed their 
lines. Buying brisk 
throughout the show. More 
than 700 Ace dealers regis- 
tered on the first day of the 
convention and 490 were 
present at the business ses 
sion on the second day when 
the organization welcomed 35 
new members. 

Managers of 


was 


the various 


9 


Jones and Lamson Co. 
Purchases Shopmaster 


The Jones & Ma- 
chine Co., machine tool man- 
ufacturer of Springfield, Vt., 
has purchased Shopmaster, 
Inc., of Minneapolis, Minn., 
manufacturer of power tools 
for home workshops and light 
professional use. 

Newly elected officers 
Shopmaster are H. L. 
drews, president; L. H. Mil- 
ler, vice-president and gen- 
eral manager: EF. R. Koester, 
vice-president in charge of 
manufacturing; H. H. Whit- 
more, treasurer; N. T. Har- 
rison, secretary-controller. 


Lamson 


of 
An- 


——————......» 


Silex, Enterprise Mfg. 
Consider Merger Plan 


A plan to merge the Silex 
Co., of Hartford, Conn., and 
the Enterprise Mfg. Co., of 
Philadelphia, has been ap- 
proved by the boards of both 
companies. 

When the merger is com- 
pleted T. Henry Asbury and 
Howard L. Murray Enter- 
prise directors, will become 
directors of Silex. Al! pres 
ent officers of Enterprise wil! 
become officers of Silex 


Flousewares on Exhibit 
At Atlantic City 


Hardware dealers will be 
among the throng of buyers 
searching Atlantic City’s 
Auditorium next week for 


Buving was brisk at summer show of Ace Ha 


which featured gift and toy merchandise 
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lines of housewares to 
during the balance 
this year and into 1956. 

This will be at the 23rd 
National Housewares Manu 
facturers Exhibit July 11-15. 

Some 7000 buyers wil! at- 
tend the exhibit to 
thousands of different 
displayed by manufac- 
turers in about 1000 
The exhibition will be open, 
except for the final day, from 
9 a. m. to 5 p. m. 


new 


sel] 


inspect 
items 
553 


bh oths 


-———— 


Paint Makers | Discuss 
Merchandising Plans 


Spectro-matic Associates, 
an organization of zone paint 
manufacturers, discussed ad- 
vertising and merchandising 
plans for the balance of the 
year at a meeting in Chicago 

Horace S. Felton, =dJr., 
Felton, Sibley & Co., Phila- 
delphia, 
tising 


elected adver- 


committee 


was 


chairman. 


Montague Rod & Reel Co. 
Moving to Philadelphia 


tod & Reel Ce. 
end operations at Mon- 
City, Mass., merge 
with Ocean City Mfg. Co 
and move all equipment to 
Philadelphia in the 


¢ 


fall 


Montague 


will 
tague 


eariy 


Advantages of the merger 
will be the increased pro 
duction capacity offered by) 
City’s three modern 
Philadelphia plants and en 
gineering facilities the 
development and production 
of explains Paul J 
Johnson, president of Mon- 
Rod and Board chair- 
man of Ocean City. Mon- 
tague and Ocean City have 
been companies. 


Ocean 
fo. 
rods. 


tague 


associate 


———— — 


Preway Buys Heater Line 


Inc.. W isco! Sil 
Wis., purchased 
Products Div 
Malleable Co., M 
The Federal 

will bh 

the P) 


Preway, 
Rapids, 
F edera! 
Federal 
waukee. 
heaters 
inder 


, 
electric 
Keted Dut 


name. 
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Ames Co. To Continue 
Own Production, Sales 


Operating structure of 
the O. Ames Co., of Parkers- 
burg, W. Va., will be un- 
changed, following its mer- 
ger with the Houston 
(Texas) Shell & Concrete 
Co. into the newly-formed 
McDonough Co 

The Ames. organization, 
manufacturer of farm, gar- 
den and construction hand 
tools and metal household 
furniture, will be operated 
under its own name and as 
a separate production and 
sales entity, explains B. P. 
McDonough, president of 
the McDonough Co. The 
merger was a consolidation 
of his financial interests, Mr. 
McDonough points out. 

Richard Harte, Sr., presi- 
dent of Ames from 1931 
until he was elected chair- 
man of the board several] 


DEALER BRIEFS: 





Saco, Mont. sernard J. 
Menge has bought a half 
interest in Donoho’s Hard- 
ware. The store will be 


known as Donoho & Menge. 


Paris, Tes Clyde Par- 
ham Lumbe: Co., 2429 
Clarksville St., has added a 
hardware and sporting goods 
department. 


Boise, Ida. Caldwell 
Hardware, Inc... 502 Main 
St., opened recently under 
new management. Pat Burtch 


is tne new ownel 


Chicago, [il Ownership 
of the Portage Park Hard- 
ware, 4356 Milwaukee, re- 
centiy Wa take! ove by 


Henry Dziopel 


Bruce, S. D.—The Ribstem 


Hardware store Wa recently 


7 
sold to Carleton Johnson. J 
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months ago, will be board 
chairman of the McDonough 
Co. Harold Cunningham, 
who succeeded Mr. Harte as 
president, has announced 
his retirement after 36 
years at the Parkersburg 
plant. 

Richard Harte, Jr., con- 
tinues as vice-president in 
charge of the furniture divi- 
sion and E. E. Alexander as 
vice-president and plant 
manager. Bliss Winn is act- 
ing sales manager of the 
shovel and garden tool divi- 
sion. A. E. Bodge is as 
sistant secretary. William 
Monahan is comptroller 


Chicago Assn. Outing 
The Chicago Retail Hard- 


ware Assn. golf party and 
dinner will be held July 27 at 


the Midwest Country Club ir 
Hinsdale, Ii}. 


, 4 Brennard. wno operated 
the store since 1936. is mov- 
ing to Watertown 


Denmark Wis Ne] 
Thompson, who has operated 
a hardware store here for 
the past two years, has be 
come affiliated with the Mar- 


shall-Wells Stores. An open 


house was held to mark the 
event. 
Colun Did. N\ e* a ff 


Hardware Co. has opened a 
new branch office in the Park- 
land snopping centel Man- 
ager of the store Ralph 


Morris. 


Soap Lake, Wasi Soa} 
Lake Hardware has moved 
to a new location on Division 
St. The building has been 
completely renovated, includ 
‘, 


ing a new moder? ont 
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1955 Lawn Mower Sales To Set Record; 
Neal Turner Elected Institute President 


Marking one of the best Lilly, president of Toro Mf;5 
years in its history, the Co. Harold K. Howe was r 


power lawn mower Industry elected executive-secretar\ 


met in Washington June 24 The annual survey of 
for discussions of common _ vertising practices of m« 
problems of the future. bers of the institute, made by) 


The occasion was the third Mr. Howe, showed a1 
annual meeting of the Lawn crease in the number of mé 
Mower Institute, whose mem- bers using local new spapel 


bers account for 75 percent The survey also showed 
of the total output of mow 70 percent of the membe 
ers. Some 150 members, rep reporting base thei adve} 
resentatives of engine manu tising budgets on a percent 
facturers and other guests, age of sales: 17 percent of 
attended the sessions the firms allocate 2%. pe) 
Optimism over prospects cent; 30 percent assign 
was backed vy predictions to 3% percent, and | 
that sales for the 1955 sea- cent assign 4 to 5 perce! 
son would hit 2,000,000 mow- The survey also reveal 
ers, an all-time high. Tem- an increase in co-op ad } 
pering the sales optimism although 46 percent still have 
was the feeling that the con- no co-op programs Pea 
tinued rising costs of raw vertising montn are I 
material and labor were April and May, altho 
squeezing production costs there were signs that adv 
higher. The need for improv tising is being spread out 
ing’ service facilities also oc- more and more, wit! Corrie 
cupled major! attentio ads breaking as ea 
Election of officers saw ( January. 
Neal Turner, president of Sam Briggs, genera a 
Eclipse Lawn Mower Co., in- ager of Reo Div., Mot 
stalled as president of the Wheel Corp., and president 
institute. Other new officers of the institute, told ‘ 
are: vice-president, Harold hers that the indust) 
M. Cooper, secretary-trea- yong through a hake 
surer, Cooper Mfg. Co.; sec- period. There has been a «i 
retary-treasurer, David M. (Continued on next page} 





Ofhcers of the Lawn Mower Institute are. left to right, 


the new president, ‘ Neal Turner, E« lipse Lawn Mower 


{ ‘? retiring ; resident arr brigws, Ree Div Motor 
VW heel ( orp the new vice president, Harold M ‘ oope', 
( cooper Mig Lo and the re-elected executive secretary 


Harold K Howe 
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— YALE 
TUBULAR LOCK 
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Hei exijex' jaxijaxis “Qa jQenjaxij<a 


NEW YALE 8200 TUBULAR LOCK 


YALE HAS THE PRODUCTS 
AND THE DISPLAYS 
THAT SELL THEM FAST! 


#5200 
TUBULAR LOCKSET 
DISPLAYS 


FREE! SEND NOW! 


Write for valvable booklet. 
“The Key te Selecting Tubvler Locks” 
THE YALE & TOWNE MFG. CO. 


Leck & Herdwere Div., White Pleins, W. Y. 


if 
i 


YALE efG US Par off 


YALE & TOWNE 


News of the Trade— 


Rose, Kimball & Baxter Holds Open House 
With One Minute Specials on Merchandise 


Rose, Kimball & Baxter, 
Inc., hardware wholesaler, 
held a two-day open house 
for hardware dealers, their 
families and sales people, at 
its warehouse in Elmira, N. 
Y., early last month. 

Minute specials 
main feature. 
meal six items were offered 
at special prices. Dealers 
had one minute on each item 
to write the quantity wanted 
before the price returned to 
regular book value. 

Other features were aisle 


were the 
During the 


1955 Lawn Mower Sales 
To Set New Record 


(Continued from page 97) 


cline in the number of com- 
panies making mowers, he 
said. According to present 
indications, there are now 
about 200 producers of 
mowers. 

teferring to the statistics 
on advertising, Mr. Briggs 
said that these reflect efforts 
to spread out mower sales to 
get away from the short, 
high peak periods of the past. 

A comprehensive analysis 
of the service problems of the 
industry was presented by 
Allan W. Greene, sales man- 
ager, Moto-Mower Div., De- 
troit Harvester Co. 

Mr. Greene said the No. 1 
need in this direction is bet- 
ter education of both dealers 
and consumers on the servic- 
ing of mowers. One way t 
tackle this, he suggested, was 
by issuing a periodic bulletin 
to national magazines for 
possible use in their editorial! 
pages. 

Mr. Greene also recom- 
mended more consistency in 
warranties and proposed that 
an effort be made to stand- 
ardize nomenclature on re- 
pair parts. 

He also suggested that an 
effort be made to 
mower users to have periodic 
check-ups on the mowers, the 
same as they do on their 
automobiles. 

A talk on the 
Facts of Life” of the mower 
industry was made by T. 
Bowring Woodbury, presi- 
dent, Air Capitol Mfrs., Inc. 
Mr. Woodbury reviewed the 


encourage 


“Economic 
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specials, a treasure hunt, and 
door prizes from 60 manu- 
facturers who exhibited. 
The aisle specials were set 
up so dealers would visit 
every aisle in the warehouse, 
and prizes were awarded at 
completion of tours. 
This was Rose, Kimball & 
Baxter’s eleventh annual 
dealer show, and in the 
opinion of company officials 
it was by far the most suc- 
cessful. Some 500 attended 
from New York state and 
northern Pennsylvania. 


sales experience of the indus- 
try, pointing out that in the 
1954 season 1.600.000 mowers 
were made. An estimated 2 
million will be produced in 
the present season and 2 mil- 
lion are predicted for 
1956. 

The 1955 volume represent- 
ed an all-time high and was 
700,000 more than the indus- 
try had expected to produce. 
There have been 9,900,000 
mowers made to date. 

Present 
market, he said, is 
percent, with the potential 
being 75 percent. By the end 
of 1955, there will be 8 mil- 
mowers in use. This, he 
said, lends emphasis to the 
importance of the replace- 
ment market and to problems 
of adequate service. Industry 
reported, 
about 32 
year ago, 
percent of the sales 
and 20 


also 


of the 
about 60 


saturation 


lion 


sales, he now 
running 


above a 


are 

percent 
with &80 
being 
rotaries ree! 
type. 

A report of tivities 
of the safety committee was 
made by A. W. Schenck, com- 
mittee chairman and sales 
manager of the Lawn Mower 
Div., Savage Arms Corp. Mr. 
Schenck described a Safety 
Code folder developed by the 
committee as a step in reduc- 
ing accidents with rotaries. 
The committee felt, he 
that this had helped 
accidents and many 
facturers are now 
this folder in mower! 


percent 


the a 


said, 
reauce 
manu- 
packing 
cartons. 
Mr. Schenck also recom- 
mended that a safety stand- 
ard for the industry be estab- 
lished in 
the Am 
Assn. 


co-operation with 


erican Standards 
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Now ata .° 
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NEW LOW 
PRICE 


+ 


Let's face it... when your water systems prospect asks to see a “BALANCED 
FLOW,” you've either got it, or you haven't got it. Because there's no 
substitute that looks like it, acts like it or sells like it! 


IT LOOKS DIFFERENT... because it has no tank — needs no tank. Yet it's 
a complete, self-contained water system that out-performs many larger, 
bulkier pump-and-tank combinations. 

PERFORMANCE IS DIFFERENT, TOO... because Balanced-Flow has 
exclusive self-adjusting capacity — automatically adjusts to deliver exact 
flow wanted at one or more taps at the same time, within pump capacity 
HOW DOES IT SELL? It’s always been a “best seller” year after year. And 
now —a NEW LOW PRICE opens the door to more Balanced-Flow sales 


than ever before! To get your share of this profitable volume business see 
your Goulds Distributor right away or write us... 


GOULDS PUMPS, INC. ° Seneca Falls, N.Y. 


YoU GET E WITH COU 
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News of the Trade 


New appointments, new territories, etc. 


MANUFACTURERS SALESMEN 


Autoyre Co. 


Milton Sellinger, formerly 
regional sales manager of 
O-Cel-O Div. of Genera! 
Mills, has been appointed to 
the greater New York dis- 
trict sales territory by Au- 
toyre Co., subsidiary of Ekco 
Products Co. 


Westinghouse Co. 


D. P. Hugo is portable ap- 
pliance district manager in 
the Knoxville, Nashville and 
Chattanooga area for the 
Westinghouse Electric Corp.., 
Mansfield, Ohio. 


Weather-Proof Co. 


The Weather-Proof Co.. 
Cleveland, O.., promoted 
three field salesmen to 
trict managers. 
Martin P. 
District man- 
ager; George Bernstein, Cen- 
tral District manager: John 
Stephens, Western District 


ha 5 


dis- 


They are: 
nett, 


> 
»en- 


Kastern 


manager. 


Hercules Powder 

Carl W. Eurenius, director 
sales, Hercules Powder 

cellulose products de- 


of 


Co "s 


partment, has been appointed 
assistant general manager 
of the department. Werner 
C. Brown, assistant sales di- 
rector, succeeds Mr. Eure- 


nius. 


New Bedford Cordage 


George W. Hundinger has 
been named manager of the 
Gulf States district for New 


GEORGE W. HUNDINGER 
Bedford ( Mass.) Cordage 
Co. For the past 15 years, 
Mr. Hundinger has sold New 
Bedford rope in the oil fields. 
Mr. Hundinger will make 
his headquarters in New Or- 
with warehouses in 
New Orleans and Houston. 


leans 


Enterprise Mfg. 


Enterprise Mfg. Co., 
Akron, Ohio, maker of Pflue- 
ger fishing tackle, has ap- 
pointed Ron Weber to suc- 
ceed George W. McLaughlin, 
who is retiring, as north cen- 
tral sales representative. W. 
C,. Eberhard is appointed as- 
sistant southwestern 
representative and Linwood 
A. Mayo as assistant south- 
eastern sales representative. 


sales 


Stanley Works 


Patrick T. Gibbons 
been appointed Stanley 
Works, New Britain, Conn., 
regional manager in charge 
of sales in Kansas, Missouri, 
Oklahoma, Texas, Arkansas, 
Louisiana and Mississippi. 

Mr. Gibbons joined The 
Stanley Works in 1912. 

The Missouri, Kansas and 
Oklahoma sales territory 
formerly served by Mr. Gib- 
bons has been assigned to 
Jack E. Keown. Mr. Keown 
joined The Stanley Works 
six years ago after several 
years of previous hardware 
experience with Black & Co., 
Decatur, IIl. 


has 


De Walt, Inc. 


Joseph G. Hrosenchik has 
been named a district sales 
manager for De Walt, Inc., 
Lancaster, Pa., subsidiary of 
American Machine & Foun- 
dry Co. He will manage the 
South Bend district, compris- 
ing part of northern Indiana, 


New York Hardware Square Club Elects Officers 


Past presidents of the Hardware Square Club in New York City, received plaques 
expressing appreciation for their services to the group at the annual business meeting 


lune 21. 


B. Fowler, Mid Island Supply Co.., 


In the photo, left to right are some of the new and retiring officers: Roy 
retiring secretary; Harry Kaminstein, 


Kambro 


Hardware & Paint Co., treasurer: Richard Hubler, Universal Screw & Bolt, financial 


secretary; Louis W. Appell, L. W. 


Island Supply Co., 


president; Fred Cordes, 


Appell Co., retiring president; Albert Lange, Mid 
Minnesota Mining & Mfg. 


Co., 


second 


vice-president; Calvin Daiser, Harmon & Dixon, third vice-president and Howard 


H. Jungkind, 


manufacturers 


agent, secretary. Not in 


Morris, Bayonne Bolt Corp., New York City 


this 


picture was Arthur D 
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a portion of Michigan, and 
Williams county in Ohio. He 
will make his headquarters 
in Goshen, Ind. 


GE Heating Pad 


John B. Brawley, former!y 
headquarters representative, 
been appointed 
manager of Genera! Electric 
heating pads for the com- 
pany’s automatic blanket and 
fan department, Bridgeport, 
Conn. 


Ssaics 


has 


Ingraham Co. 


Rex Partington is New 
York district sales manage! 
for the E. Ingraham Co., 
Bristol, Conn., timepiece 
manufacturer, on distributo1 
sales on the Sentine! line of 
clocks and watches 


Buxbaum Akro Unit 


The Buxbaum Co., Can 
ton, Ohio, has appointed J. 
E. O’Connor sales manage! 
of the Akro household rub- 
ber products div. He had 
been with Goodyear Tire & 
Rubber Co. 


Mastic Tile 


William F. Strout has been 
appointed sales manager of 
the new southwest division 
of Mastic Tile Corp., New- 
burgh, N. Y., with headquar- 
ters in Houston, Texas. 


Autoyre Promotes Wood 


Autoyre Co., Oakville, 
Conn., manufacturer of bath- 
room, kitchen and closet ac- 
cessories, has promoted F. J. 
Wood to district sales man- 
ager for the metropolitan 
New York area, from com- 
pany sales representative. 


Cory Corp. 
Cory 
realigned its 
ern Tennessee 
territories. 


Corp., has 
east- 


Florida 


Chicago, 
Georgia, 
and 
call on 
dealers in Georgia and east- 
ern Tennessee, and Don Ken- 


nedy will I] Florida 


Joseph Ferree will 


Cali 


mT) 
si 


dealers. 


Dayton Pump & Mfg. 


W. Bruce Minteer, Duarte, 
Calif., hi named dis- 
trict sales representative of 
Dayton (Ohio) Pump & Mfg 
Co. for California 


been 
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NEWS OF 


MANUFACTURERS’ AGENTS 


Forms New Agency 


Raymond L. Reben, former 
president of Atlantic States 
Sales Corp., Poughkeepsie, 
N. Y., has disposed of assets 
of that organization to form 
Raymond L. Reben & Sons, 


manufacturers agency, 181 


Hooker Ave., Poughkeepsie. 
He covers all of New York 
state excepting the metro- 
politan area. 

The new firm represents 


General Hardware Mfg. Co., 
Bridgeport Hardware Mfg. 
Co., Reflecto Letters, Taylor 
Mfg. Co., Fairchild Indus- 
tries, and Henry G. Thomp- 
son & Son Co. 


Pecora Paint Co. 


Paint Co., Phila- 
delphia, has appointed Fred 


Pecora 


John W. Dennis 


John W. Dennis, 83, with 
Stowe Hardware & Supply 
Co., Kansas City, Mo., for 


more than 51 years, died May 
22 at the home of a son, Wil- 
ford Dennis, a hardware 
dealer in Goodland, Kan. He 
was one of the first salesmen 
for company, later be- 
came its manager, and 
retired from the company in 
TO50 


the 


sales 


Dean Richmond 


Dean C. Richmond, 75, who 


retired two years ago as 
president of the Clyde Cut- 
lery Co., Clyde, Ohio, died 


June 12 after being in failing 


health for several years. 


Leo Wieland 


Leo Wieland, 93, assistant 
secretary-treasurer of John 
Pritzlaff Hardware Co., Mil 
waukee wholesaler, died June 


short illness 


15 after a 


Since 1943 he had been 
working on a part-time basis. 
He with Pritzlaff’s 


. me Or 
in ] ‘7? 


started 
the bi! 


ing aepart- 
credit man- 
i4 years 


He was 
for 


ment 
ager 
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Webster Groves, Mo.. 
to handle sales in Missouri 
and Nebraska, and David W 
McWhirter, 
handle Minnesota 
and North and South Dakota 
territory. 


Katz. 


Minneapolis, to 
sales in 


Molly Corp. 

Perry-Barr Co., Nashville, 
Tenn., have Alabama, Flor- 
ida and Georgia added to its 
territory for the Molly Corp.. 
of Reading, Pa. 


Hanson Scale Co. 


Co., North- 
appointed 
N. W. 
Ore., 


Hanson Scale 
brook,  Ill.. 
Paul E. Johnson, 907 


Irving St., Portland 9, 


laas 


News of the Trade 


as its ror 


representative 
Oregon and Washington. 


Evans Products 


— 


Dunvar, Inc., Chicago, wil 
represent Evans Products 
Co., Plymouth, Mich., manu 
facturers of and 


I1li- 


bicycles 
northern 
nois and Wisconsin. 


velocipedes, in 


John M. Russell Div. 


C. W. MeLaughliin Co., 2: 
Windsor St., Rochester. N 
Y., has been appointed t 


represent the John M. Russe! 
Div., Risdon Mfg. Co., Nau 
gatuck, Conn., in upper New 
York state, for all Russelllin 
weldless chain products 


Sandvik Saw & Tool 


Sandvik Saw & Tool Div 
Sandvik Steel. Ine... Fain 
Lawn, N. J., has appointed 


A. L. MeManus to succeed 
his father, G. P. McManus 
in the Louisiana, Arkansa 
East Texas territory. ™M: 


McManus is retiring 


OBITUARIES 


He 
HARDWARE 


of the 
Yea) 


Was a memoer 
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LEO WIELAND 


Chub and the oldest member! 
of the Milwaukee Association 
of Credit Men. 


John H. Long 


John H. Long, 55, Pine 
Grove, Pa., hardware dealer. 


died recently following a 
heart attack. He and his 
brothers operated J. L. Long 
Co., local hardware and 
plumbing business. He was 
borough secretary for 16 


years and superintendent of 
the Pine Water 


tem 


Grove Sys 


Benjamin H. Roberts 


Benjamin H. 
president of Bird & Son, Inc., 


East Walpole, Mass., from 
1935 to 1946, died May 26. 
He joined Bird & Son in 


1921 as plant engineer at the 
company’s Chicago plant. 
Mr. Roberts transferred to 
East Walpole Division in 
1930. He 


in 1035. 


president 
From 1946 to 1947 
he was vice chairman of the 
soard, retiring in 1947 be 
cause of ill health. 


became 


Charles Zimmerman 
Charles Zimmerman, 73, of 
Charlies Zimmerman & Sons 
Baltimore dealer, died Mar. 3 
He was with the firm for 
more than 50 years until its 
dissolution in 1951. 


Walter A. Akard 


Walter A. Akard, 48, di 
rector of the Huey & Philp 
Hardware Co., Dallas, Tex.., 
died May 16 at 
his home in that city 


Ww holesalers. 






Roberts, 57, 





Adjustable Clamp Co. 


Adjustable Clamp Co., 
Chicago, has appointed Perry 
& Barr Co., 1123 Church St., 
Nashville 3, Tenn., sales rep 

esentative for the 
eastern territory Coleman 
R. Perry and L. G. Berr, J1 
Alabama, Georgia, 
Florida, Mississippi, the Car 
olinas, Tennessee, Virginia 
and Kentucky. 


south- 


cover 


Atlantic Tubing 


Atlantic Tubing & 
Co., Cranston, R. I., has ap 
pointed the John J. Gallagher 
organization, 307 Pasadena 
Bivd., Toledo, Ohio, as 
representative 


Rubber 


sales 


Expands Territory 


Gasstrom- White & Co., 
Inc., 520 Hunts Point Ave., 
New York City 59, has ex 
panded its territory to in 
clude the six New England 


tates 


Carl A. Miller 


Carl A. Miller, 57, 
of Miller-Lynch Co., Kendall 
ville, Ind., died suddenly of 
a heart attack at his 
on May 24. He was a past 
president of the Nationa! 
Retail Hardware Association 
and of the Indiana Retail 
Hardware Association He 
member of the ad 


ownel 


home 


Was a 





MILLER 


CARL A 


visory board of NRHA at the 
time of his death. Mr Mil 
ler and a daughter remain 


James R. Glassford 
sford, 80, 


dealer in 


died May 16 


Jame R Cla 
hardware 


Mich.. 


former 
ke mnt. 
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Employment Situation Continues to Improve 
With Manufacturing Needing More Workers 


Unemployment totals have taken 
their biggest drop in 14 years, re- 
ports the federal government. 

A decline of 473,000 in the job- 
less ranks left the total at 2.489 
million at mid-May. Employment, 
at the same time, rose by 1.018 
million to a record mid-May high 
of 62.703 million. This climb was 
the largest since 1952. 

“The job situation continued ita 
rapid improvement between April 
and May,” says Commerce Secre- 
tary Weeks and Acting Labor Sec- 
retary Larson. 

“Large seasonal expansions in 
agriculture and construction em- 
ployment were bolstered this year 
by gains in manufacturing, which 
usually declines in May.”’ 

Construction employment _in- 
creased by 141,000 to reach 2.537 
million in the middle of May. 

Provided labor peace is main- 
tained in key industries, Secretary 
Weeks adds, it appears that “we 
can reasonably expect” 1955 to 
rank as the best business year in 
history. 


New Discounts, Colors 
Announced for Cosco 


Cosco line of metal household 
furniture features revised dis- 
counts to dealers and new colors 
for some models. 

Four discount brackets apply- 
ing to single shipments to one ad- 
dress on all Cosco models sold 
through the household division an- 
nounced by the Hamilton Mfg. 
Corp., of Columbus, Indiana, are: 
1 to 11 units, 3311/3 pct discount; 
12 to 23 units, 33 1/3-5 pct: 24 to 
199 units, 3311/3 pect-10 pet; 200 
units or more 42% pct discount. 

There are fewer brackets in the 
new schedule with greater mark-up 
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for dealers purchasing 12 or more 
units in a shipment. 

3lossom pink and a lighter, 
softer yellow are the new colors. 

Five enamel finished utility 
tables and carts and the stucco 
pattern Duran on 12 upholstered 
models of kitchen stools, step stools 
and juvenile furniture will have 
the new pink. 


Perfection and Hupp 
To Merge Operations 

Perfection Industries, of Cleve- 
land, Ohio, is merging operations 
with those of Hupp Corp. which 
recently purchased 110,000 shares, 
or 40 pct of the common stock of 
Perfection at a market value of 
$2,750,000. 

Perfection makes a full line of 
gas and oil space heaters and warm 
air furnaces and gas, oil and elec- 
tric cooking appliances. Perfec- 
tion has two plants in Cleveland 
and recently purchased a plant in 
Waynesboro, Georgia. 

Donald S. Smith, president and 
board chairman of Perfection, con- 
tinues in charge of Perfection ac- 
tivities. 

Hupp Corp. manufactures com- 
plete assemblies and stampings for 
the major appliance and automotive 
fields. 


Fair Trade Injunction 


A permanent injunction has been 
signed in the Supreme Court of 
New York restraining the Jule 
Brite Corp., of New York City, 
from selling trade marked prod- 
ucts of the Bissell Carpet Sweeper 
Co., Grand Rapids, Mich., below 
fair trade prices. The court previ- 
ously had granted Bissell’s motion 
for a temporary injunction. 


Red Devil Boosts 
Dealer Tool Profits 


Dealer margins on hand tools 
have been inereased te 40 pct by 
Red Devil Tools, Irvington, N. J. 
Discount increases to 30 pct have 
also been made en some of the firm’s 
floor polishers. 

This is being done, according to 
Red Devil, to improve dealers’ com- 
petitive positions with discount 
houses, auction houses and chain 
stores. 

Hand tools were formerly priced 
at a 33 1/3 pct discount basis. Floor 
polishers, excluding home models 
FP33 and F P34, now have a 30 pct 
dealer discount, an increase of 5 
pet over the former 25 pct discount. 


Hoover Cleaner Sales 
Set Record in May 

Sales of electric cleaners by the 
Hoover Co., North Canton, O., in 
May topped all previous records for 
the month, according to the com- 
pany. 

Sales were up 30 pct over May of 
last year. Sales for the first five 
months of the year topped the cor- 
responding period of 1954 by 24.6 
pct. 


Toastmaster Sales Up 
54°% for Four Months 


A 54 pet increase in dollar vol- 
ume for the first four months of 
1955 over the first quarter of 1954 
has been reported by Toastmaster 
Products Division, McGraw Elec- 
tric Co., Elgin, Il. 

Unit sales for the first four 
months of this year were 62 pct 
ahead of the 1954 
period. 


comparable 


The introduction of new models, 
which enabled retailers to offer a 
complete line of one, two, and three- 
slice toasters, was an important 
factor in the increase, the firm 


said. 


Buying on Credit Gains 


(Continued from page 14) 


ing April, mainly reflecting auto- 
mobile purchases, by $539 million. 
Non-instalment credit rose by $168 
million. 

The instalment credit boost in 
April compared with a gain of $45 
million in April last year. 
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Now, the first tire payment plan ever offered 
in the history of major firearms manufacturers, 
the exclusive Winchester Time Payment Plan 
makes it possible for you to double your 
Winchester firearms business! You'll be able 
to build your sales with the same type of mod- 
ern sales tool that is selling 70% of all new 
cars ...80% of all TV sets. By every business 
rule of today’s economics this new plan will 
sell more Winchester rifles and shotguns for 
you than you ever thought possible. 


And, there’s no risk on your part! Just a 





AAT 4 ES ON 


HARDWARE AGE, JULY 7, 1955 








and double your W/NCAESTER firearms business! 


few days after you collect the down payment 

its as low as 10% —and then deliver the 
Winchester, a check for the balance will be in 
your hands. All other details are handled for 
you. So write today for the complete, simple 
details. Be on- of the first in your area to start 
pocketing the additional profits made possible 
by the most amazing retailing tool the firearms 


industry has ever seen. 


WINCHESTER 


The Line for Leadership 










CHEMICAL CORPORATION ° NEW HAVEN 4 CONNEC TIC tt 














Consumer Mailers 


New Wholesalers’ Aids 


for Dealers’ Use 





Belknap Toy Booklet 
Features 200 Items 


: -a@- 7 , . 
Toys that sold best last year and CHROMTRIM 


those that are expected to be best Lae he 
sellers this year are featured in the 


CAPTURE 
BiG COMPANION 
SALE 
PROFITS 





WERNER 
ALUMINUM 
EXTENSIONS 


NEW! IMPROVED 500 SERIES 
WITH ALFLO* RUNGS 


Featuring ALFLO—hydro-locked 
rungs, an exclusive Werner feature. 
Wider, stronger side rails, wider, heav- 
i¢r rungs make the new 500 even 
better than the best they were before. 


Triple your ladder profits with the 
complete WERNER line of Steps— 
platforms—extensions, etc. Werner 
produces more aluminum ladders than 
any other manufacturer of aluminum 
ladders. 

Follow the leader. 

Ask your distributor 

or write direct for in- 

formation — today. 

R. D. Werner Co., 

Inc., 295 Fifth Ave., 

N. Y. 16, Dept. L-46 

* potented 


| 


1955 dealers’ toy booklet of Bel- 
knap Hardware & Mfg. Co., hard- 
ware wholesaler in Louisville, Ky. 
“Santa’s Toy Shop Book” will be 
32 pages, printed by gravure proc- 
ess in four colors on enamel stock. 
There is space for the dealer’s im- 
print. 
More than 200 items are in- 
cluded, for a balanced selection of 
toys for infants, and boys and girls 
of allages. Many are advertised in 
Life magazine. 
now 


Belknap salesmen 
are showing the booklet to 
dealers. 


Toy Booklet, Promotion 
Issued by Hibbards 


A dealers’ toy booklet and pro- 
motional kit is now available from 
Hibbard, Spencer, Bartlett & Co., 
hardware wholesaler in Evanston, 
[1]. 

“Toy Parade” features 185 items 
from the New York Toy 
display this spring. The 
booklet is 24 pages, with a 4-color 
cover, and 2-color body. 

The promotional kit 
over -the- wire pennants, 


selected 


Show 


includes 
window 











CHROMTRIM 
DISPLAY 


Here's a big help to your metal 
moulding sales...a colorful wire rack 
display that sets up famous Chromtrim 
so it says “Come look me over.’ Good 
for self service too...mouldings slip 
in and out easily and display has “‘tell- 
all” sales story. 

New assortment has ten most popular 


| shapes, counter edgings, corners, coves, 


snap on channels, stair nosings, inter- 
lock thresholds, door saddles. Fasten- 


| ers included. Low initial cost, steady 


repeat profits...Refills can be reor- 
dered from open stock. 


| There's lots of “‘do-it-yourself’’ sales 


in this unit . . . ask your distributor for 
erner Chromtrim Unit No. 55/10... 
or write direct for catalog information 
SSD SSS SSS GS SS eee oem ST 


to R. D. Werner Company, Inc., § 
295 Sth Ave., N. Y. 16, Dept. C-361 5 


“WERNER 


— 4.4/ #747 Fh 
























LINE 


Guaranteed- Quality 


FLEXIBLE PLASTIC PIPE 


Amazed at the PRICE? 
(You should be!) 


$4). AQ LIST 


“= 
& 
Sir ee 









} 


=” A FAST 
SALES PACE 
IN EVERY FIELD 


ABOVE: Installing CRESLINE with a sub-soiler at the 


DeMotte Evans Farms, Otwell, Ind. — now using almost 





two miles of CRESLINE bought from the same local dealer. PATENTED 


PLASTIC PIPE has gone a long way in just a few 
short years — and CRESLINE has stayed right in 


stride. Every month brings still more demand for 




















this modern pipe that “has everything.” And in every 


market, a steadily bigger share of the big-ticket busi- Yet more 


ness is going to CRESLINE distributors and dealers. ti s UALITY 
STANDOUT QUALITY, backed by outstanding amazing iS the of 
service, has kept CRESLINE out front in its fast- 

growing field. Made of 100°. virgin materials .. . BEST-BORE 
measured and marked at both one-foot and ten-foot 

intervals . . . each coil of CRESLINE is checked, 

double-checked, and pressure-tested. It must be right 

before it's shipped. It must be shipped within 24 POWER WOOD BITS 


hours after receipt of your order. All good reasons 





why you can gain more sales ground — faster and 
easier — with CRESLINE GUARANTEED-QUALITY 
plastic pipe! 

MADE TO SPECIFICATIONS OF THE THERMOPLASTIC PIPE 
DIVISION OF THE SOCIETY OF THE PLASTIC INDUSTRY 


eight piece set 

boring range 14" to 1” 
ruff ‘n tuff tempered blades 
blades and shanks replaceable 
bore end grain 
chrome lustre shank 
impulse packed display 
package 


Leading jobbers find 0 
“Best - Bore” Bits hard to 
stock — they sell so fast. 


SNELL DIVISION, 






CRESLINE declers sel! 
pipe by the mile to 





operators of resorts, 





camps, golf courses — 
as well as to farmers, 


builders, and homeowners 





Write for New Literature and PARKER 
Name of Your CRESLINE Representative 


CRESCENT PLASTICS, INC. MANUFACTURING CO. 
Dept. A-5, 955 Diamond Ave., Evansville 7, Ind. WORCESTER 1, MASS. © U.S.A. 
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® EYE-APPEALING 

® BUY-APPEALING 

® PREPRICED 2 FOR 15¢ 
Step up unit sales with the self-serv- 
ice “Can't-Miss” 2 PAC. This con- 
venient, transparent package is a 
proven, “sure-fire” traffic stopper. 


McGILL METAL PRODUCTS CO. 


MARENGO iLLINOTS 


for quality 
and strength 





SCREW & SPECIALTY CO. 


450 BROOME STREET, DEPT. HA 
NEW YORK 13, N. Y. 











streamers, pre-printed price cards 


for counters and windows and 


| newspaper mats for dealers to back 
| up their toy promotion. 


The company’s toy line now is on 


display in headquarter showrooms. 
Hibbards has issued a Christmas 


toy book for 25 years. 





Promotions 





Manufacturers’ New 
Merchandising Plans 








Counter Display Deal 
Offered on Can Opener 


Rival Mfg. Co., Kansas City, Mo.., 
wil] “rent” counter space from re- 
tailers displaying Can-O-Mat mag- 
netic can openers. 

tival offers hardware dealers a 


CAN OMIT , aS 


most seegtem® © «ae 


self-demonstrating display in color, 
two Can-O-Mats retailing at $6.98 


and $5.98, plus sales aids, for a $6 
After the dealer purchases 
24 or more Can-O-Mats he notifies 


deposit. 





FULLER re 7. 
a ‘Soe nei 39 at 


o) 


jobber's salesman about 


FULLER'S GOLDEN 
HUNDRED SALESMAKER 
with unique SCREW DRIVER 
TESTER and 100 famous 


Fuller Screw Drivers! 


;FULLER FOOL €O.. 


3522 Webster Avenue, New York 67 





World's Lorges? Producers of 
we’ Unbreckable Amber Handle Took 


FOR EASY PROFIT, 
DISPLAY AND SELL... 


AND COMPLETE LINE OF 
TURNBUCKLES PRODUCTS 





BOX 333, MICHIGAN CITY, INDIANA 
FACTORY: GRAND BEACH, MICHIGAN 
“One good turn (buckle) deserves another” 
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BETTER STORE 
FIXTURES 
FOR LESS 


Sates. SSR 









oe 








INTERCHANGEABLE—ADJUSTABLE 
‘“PEG-PANEL” BACKS 
Write for catalog No. JLH TODAY 


W. C. HELLER & CO. 
MONTPELIER, OHIO 











WHAT'S NEW? 


Turn to pages 73-74 of this 
issue. The Quick Check Card 
properly filled out will bring 
you quickly the details on 
new products that interest 


you. 


ITS QUICK—IT'S FREE 
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“A Good Line to Handle” 


GRIFFIN 


re 
a 
“aS Pats a} ms 
et 4] 
“SA, “5 we | 
= 



















np 
with permanently itt 


Builder's Spe 
Cat Pos 40 












* Pte. 

Se Wrought Stee! Butts 
Py . (fat. 2RV4AO 
ee 
ae 


You'll find the trade saying “Let’s handle 
Griffin Hardware because Griffin gives good 
service, they back up their products, they 
never cut their quality ... and most im- 
portant the customers like the products.” 
Display them and you'll sell them—Griffin 
Hinges ... order by the carton... in any 
selections your customers want. 


NEW VISIPAKS — Order by the 


carton of individual carded tlems 


GRIFFIN 


“since 1899” 


| MANUFACTURING CO. ERIE, PA. 
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LOCK-EASE 
Grophited LOCK FLUID. 


For year-round lock main- 
tenance and best protection 
against sticking — rust — 
freezing. 4-oz. “Drop or 
Stream” can, 39c. Order from 
your jobber. 
American Grease Stick Co. AG 
Muskegon, Michigan S 
PRODUCTS 
DOOR -EASE 


ast Stainless 


Lubricant in two sizes. 
39 AMERICAN 
$e “Oz. « Oller, 9c. 

















Stick d 
1Se and 
Dripless Oil in ‘ 











2 oe ———— 





no. er 


CLEAN-OUT AUGERS 


for clogged drains and closets 


(;ardner f 
household necessits 
chemicals fail. Fur 
lengthe—S, 10, 1/ 

complete with ; 

handie. Series 1! 

wire: Series 1950, 

tach auger peat nee it : 
color, die-cut, counter élse 
year-fre nd seller 


POLE oe 


ner Po » Sockets 
brass- 


‘jean-Out 


é 


7) 


Order from Your Jobber, or Write Us 


Aliso Weotherstrips— 
Stock Spring 
Assortments 


.AZARDNER WIRE CO. 
1329 Se. Cicero Ave., Chicago 50, fil. 
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the manufacturer and his deposit is 
refunded. In any event, the dealer 
keeps the display and merchandise 
as “rent” for the counter space. 

Wooden display stand is 11% in. 
high on a 7% x 9 in. base. 


, 


Disston Sales Program 
Stresses Dealer Profits 

The new “Edge-ucator” sales 
program developed by Henry Dis- 
ston & Sons, Inc. (see page 144, 
June 23) puts special emphasis on 


BOGeeteavae 


with a national ad 
program to help dealers make more 
money selling Disston 
Highlights of this 
suggested in these 
brochure supplied 


dealer tie-ins 
products. 
program 
pages from 
wholesalers to 
enable them to acquaint their deal- 
ers with the elements of this sales 
effort. 


are 


Olin Mathieson Offer 
On Flashlight Batteries 


The Electrical Div., Olin Mathie- 
son Chemical Corp., New York, !s 
offering its dealers one standard 
flashlight battery with 
each purchase of seven. 


size free 

The offer enables dealers to make 
an additional 12% pct profit. 

This is the first offer of its kind 
that the company has ever made. 
It is being publicized through trade 
advertising. 


Fishing Map Now Ready 
For Store Distribution 


A new fishing map and guide for 
Maryland salt water sport fishing, 
Maryland’s Chesapeake 
Bay and the fishing grounds along 
Marylanc’s Atlantic Coast, is now 
fishing tackle dealers 
for free distribution to fishermen. 


covering 


available to 


The combination map and guide 


STAINLESS STEEL 


FASTENINGS OF ALL TYPES 
RIGHT OFF THE SHELF 


© Shes Gets Orem © Sane, Cap Serews 
Set Serews W ood ® Nuts, Washers, ee. 
4 Class 3 AN Drities Fillister Heads. 
Prompt deliverics on emall or large quantities 
Write for complete deseriptive catalog 


Sran STAINLESS SCREW CO. 
Gum Telephone: Little Falls 4-2300 
Gomme 649 Union Bivd., Peterson 2, N. }. 

New York ‘phone: Wisconsin 7-904) 





es 


All Purpose po 


HOLD MOST ANYTHING WITH A HANDLE 
IN THE HOME, OFFICE. SHOP OR oo RE 


AH 6 
laa 


= 
Also Use for Curteia Reds z= 
3 for 25 with Screws 
E. & J. EWTERPRISES, Box 116-H, Verona, W. J. 


7 425 LARESIDE AVENUE WOW CUVELARD 03. omo 
> [ . . 
America’s foremost 


manufacturer of self- 
spray enamels, lac- 


qvers, and other aero- 
sol consumer products. 


WRITE FOR CATALOG 


EDGERS —ROTARY HOE 


#1 Edgemaster Wt 214 Ibs $2.75 
#2 Edgemaster Wt 2% lbs 3.00 
#3 Edgemaster . 4 ~ 3.50 

Rotary Hoe 2% lbs 3.00 


COCHRAN 








Bewildered ? ? 


. . then read . 
WASHINGTON NEWS 
AND VIEWS on page 10 
of this issue. Here are ac- 
curate, authentic, easy-to- 
understand reports on the 
latest developments in 
Washington affecting 
hardware dealers. This 
helpful feature in each 
issue is another reason 
why HARDWARE AGE 
is the No. 1 choice of 
hardware dealers through- 
out the nation. 
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is published by the Railroad Fishing 
Promotion Agency in conjunction 
with the Ocean City Mfg. Co., 
Philadelphia, and the Montague Rod 
and Reed Co. of Montague City, 
Mass. 

The Maryland map - and - guide 
combination is the sixth in a series 
recently released. Other map guides, 
also available, cover fresh and salt 
water fishing in Florida, Connecti- 
cut, Long Island, New Jersey and 
Mussachusetts 


Draper-Maynard Features 
Autograph Football Line 
The popular priced 1955 line of 
the Draper-Maynard Co., Cincin- 
nati, Ohio, features Ralph Gug- 


lielmi autographed football mer- 


- Po SB. be. 
OF eee rer “ae —, 
ee 
— 


- 


- 





Guglielmi, of Notre 
Dame, was an All-American quar- 
terback last fall. 


chandise. 


The autograph will be used on 
footballs listing at $3.50 and $4.95, 
helmet at $4.95, and football sport 


set at $13.95. 


> > 
Silex Co. Promotion 
On Ice Cream Maker 

As a special summer promotion, 
a free ice cream Scoop is being offer- 
ed by the Silex Co., Hartford, Conn., 
with every one of the firm’s electric 
ice cream makers for refrigerator 
use 

The scoop has a retail value of 
cream maker 


$18.95. Both are offered for $18.95. 


<)> <p 


$3.25 and the ice 


Counter displays, display box and 
newspaper mats are available t 


qgea.ers. 





Youngstown Kitchen 
Consumer Handouts 
Youngstown Kitchen dealers are 
supporting the sales story of their 
‘“Go-Together” color cabinet finishes 
with two new pieces of handout lit- 
erature—a styling booklet and a 


decorating guide 
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TO INCREASE 
YOUR ROASTER 
SALES THIS SEASON 





















® Millions of impressions in 
leading women’s magazines 
ot peck of rooster season! 

® Free counter cards to tie-in 
with consumer ads! 

@ Features new Open Roast- 
well to capitalize on pub- 
licity! 

@2 new shapes added to 
make Roaostwell line com- 
plete! 
















ROASTWELL 
; m ROASTER 


p rc e¢ mn 6erare ed r¢ osters Ory 











tne morket colorfully la- 
he ed with the most solable 
te ures now backed uD DY 
Oo morenen: ve promot nal 
program tterin } sizable vol- 
ume ond profit potent 












you KS in é 
Whot more con be said? 
' 
Send for literature and details 





ROASTWELL ROUND ROASTWELL RECTANGULAR 


Best sizes pe ft ell yeor Perfect shape for whole homs, 

oround ? ( ting stondinag rid roosts ond lorge 

NJ ete wit > > fow “ ; l”g recipe lobe! 

S zes “4x0 ond }2 x © - S ize sw | >xcs 7 ul : 
19! 























ROASTWELL TURKEY-KING 
ol fe ' 


! ler | r turk . Pi. mnae 
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JSletcher ENAMEL COMPANY - DUNBAR, W. VA. 


Soles Offices Merchandise Mert, Chicege 54, lilineis, end 2700 Fifth Avenwe, New York 10,N_¥ 













Classified Opportunities Section 


Representatives Wanted 








Representatives Wanted Representatives Wanted 














HARDWARE 
MANUFACTURER'S 
OPPORTUNITY 


Representation of Top name manufacturers wanted 
for Penna., N. J., Del., Md., 0. C. Many years 
experience in wholesale and industria) supply 
trade. Weill acquainted with wholesale distributors 
dept. stores, chain and 
best references and financial status 
replies confidentia 

Address @ex 703. eare eof HARDWARE AGE 

100 East 42nd Street. New York 17. WN. Y. 





_ PAINT BRUSH SALESMEN 


t paint brush manufacturer has open terri 
succe ssf sales producer. Prefer men now 
.. 2 iware, lumber dealers and indus 
ries. Batablished business. Will 
at inufacturers agent 
Address Box 615. care ef HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y 








rL RERS 











SALESMEN WANTED 
BUDGET PRICED PAINT LINE 


Many good territories still open, if you can devote 
at least 25°, of your time to making money under 
our liberal Commission-protected territory deal 
Write full details your first letter 

ree FOR PRO MOT ON 


Yonkers. New York 














PAINT SALESMEN: A CAREER OPPORTUNITY 


k.xjia 


JOSEPH A. MARKELL, PRESIDENT 
PROCTOR PAINT MANUFACTURING CO 
1438 WOODWORTH AVE YONKERS, WN 








EXPERIENCED SALESMEN 


with following among retail hordwore ond 
housefurnishings stores, to sell the most popular 
branded ne of dog furnishings. Can be 
hoandied as a side line. Liberal commission 
Choice territories open 
Address Box 632. care of HARDWARE a 
100 East 42nd Street, New York 17, WN 


RER 

















PY FOR 


) ae eee Sane s Cee 


available t se 








STERLING HARDWARE 
REPRESENTATIVES WANTED 


Leading manufacturer of residential sliding 
door hordwore has some territories open and 
may moke changes in others. Write and te! 
whot lines you represent and territory you cover 
STERLING HARDWARE MFG. CO. 


2339 Nelson Street, Chicago 18, Illinois 





QUALITY CHROME BATHROOM ACCESSORIES 


Address Box 706. care of HARDWARE AGE 
100 East 42nd Street. New York {7. N. Y 

















_ MANUFACTURERS AGENT WANTED 


cover Floride, Georgia, North & a 
Corolina, Tennessee for a leadin nation 
jistributed garden hose line. A firm in - 
ness over 30 years. Complete tine for hard 
wore, automotive & housewores wholesalers 
Commission arrangement. Please state territory 
& trade covered 

Address Box 725. care of HARDWARE av 

i100 East 42nd Street. New York (7, WN 


y 











BUSINI \ THE 





_ MANUFACTURERS AGENTS WARTCD 


Hardware Manufa 


re 


I» | race a ’ etan 
Address Geox 704. care of HARDWARE AGE 
100 East 42nd Street. New York 17. N. Y 











SALESMAN——SIDE L 
wart stores for establs 
brooms. brushes and mof 
and New England territories 
Address: Box 716, c/o Hagpwart 
42nd Street. New York 17. N. 
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WANTED 


f ; ates: Ohio sano illinois, Michigan 
Wisconsin. Minnesota. towa. Missour!. Oklahoma, Ar 
kansas, Kansas, Virginia, North Carolina, Seuth Car: 
lina, Louisiana. | “ writ sf 


‘ _ nfort 
: ; 


F. DYER HANDLE CO HOUSTON, MISSISSIPP! 
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Classified Opportunities Section 





Representatives Wanted 


Accounts Wanted 





Business Opportunities 
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EXCLUSIVE PR TED TERRITORIES 
SS C REPRESENTATIVES || upto $100,000 
supply ware Covering all classes of jubbers. Can render rel 
rs t ve servis We a ul I 
a eer rvice. We are national diets viet for your 
~ et New \ ladelphia Detroit . 
\ ie case > een @ yen es ee HARDWARE MANUFACTURING 
Inquiries invited. Wr: ANCO Corporation, 7 Wood 
Ss Street, Pittsburgh 22, Pa BUSINESS 
: sup A group of reliable hardware men will 
\ . : , . 
Y. office. Salas PACIFIC NORTHWEST buy out a manufacturers business 
. HARDY y Newly established sales representa . 
. ew gate oor er for CASH. If you are interested, reply ; 
SA Es \i LN rN ; \ ( i) TVPOR’ ' T) : AgKress | ao \ in confidence 0 
DWARE, SALAI LUS COMMISSION ina. Writs Address Box 701, care of HARDWARE AGE 
S . s \ Address Box 7/2. care of HAROWARE AGE East 42nd Street, New York 7, N. Y 
190 East 42nd Street. New York 17, N. Y 
) \ VA () LA ‘ 
EXPO EPRESENTA I \ \ 
Accounts Wanted \CTURERS. W | r rice 
HOW'S YOUR REPRESENTATION : R SALI 
IN THE PHILADELPHIA AREA? -— < Nie 
ae , \\ ENGLAN be \ ; 
2 enet for dis , ~ 1) " 
re , ce) . rested and WITH vil ry DEN r cy } i 
Address Box 537 - een : R PRODUCT Box ¢ EACESS SIUC 
100 East 42nd ‘Street ‘tes Yan ee ARE 2 : ad ) . 
y 
iain a %e less than ca 
RESENTATIN eae | FOR SALE: HARDWARI E, WI 
lied line | few York N Positions Wanted | ESTABLISHED thriving 
n Kyo gy nationa know? | tow ( lean stock VW “ at W 
M ' tabiis ving SALESMAN :; YEARS EXPERIENCE } seli | ling, 1% dest 
: g| CALLING ON Hardy \utomotive, Plus Ap ely $4 
= A | i) rr. nd | er ? ' = 7 . —_ Ms ; Ms 
es. AR om ‘ ae AGE Faet 4 Tr NJ \ 
: AGE \ ? High P North ( FOR SALE: Indust . 
\d- | New England, I: 
H vA ' with excellent 
| “ N ‘N : hen ' 
SALES Pt , “ . ' care HARDWARE A 
“ = Ne 4 y Tk l7, N \ 
A Mii \MI | ’ SAic esta sn j i \ 
\ ? ! whntowt! DusINess sect fs 
. et . ; gg sa . 
Ir ré t } Ts i 
| 4 ' } ' Ti AR ARE fs : " 
AR } 2 t few \ i ; ‘ & McTay 
N N | . - Ponce, Coral Gables, Florida 
HARDWARE \.LESMAN,. MARRIED 
.N PRO EN SAT FS smryyrke?T’,s , ‘ ; 
- ~ : Help Wanted 
~ HM ~~» ‘ | 71 bi ARDWARE 
‘ . \ N y 
ea vycoses on | SALES MANAGER 
-- ANCE REPRESENTATIVE, } 
+. amas ve 2c : , 
: ARD H Ho rs A leading forged tool manufacturer 
. needs an aggressive man to head 
ry - 7 ~ 
RT MI . the distribution of its products sold 
‘ , 0 RO! W | | nationally for 50 years. Salary and 
'? 
Box 640, care incentive commission. Write— 
~ NY, V orl 
Address Bex 642. care of HARDWARE AGE 
1A} I eS riveree ' 100 East 42nd Street, New York 17. WN. Y 
.e ss " . . 
}, VV ' 
; { - | 
+ - . 
Business Opportunities 
N ; | HARDWARE OPPORTUNITY. Well est | 
on Becell, 
4 \ ‘ 
Vf \\ 74 
t 
W 5 t } ‘ | re ba WAad 
' 4 A York | ’ ? 





GREENLEE HAND TOOLS 


W ell-illustrated 12-page book on 
GREENLEE Hand Tool line . . . auger 
bits, chisels, gouges, drowknives, turning 
tools, spiral screw drivers, push 

drills and mony more. 


GREENLEE 


GREENLEE TOOL CO., 1813 HERBERT AVE., ROCKFORD, ILL. 


The New a 
“Tufboy" i> 


Ob)/// 
HAS NEW EXCLUSIVE “4 


/ 
FEATURES ‘WE 4 


Po ae” 


Send today for your 
free copy of this informative book 


. New double hook tip 

. Graduations and figures on both sides of blade 
Military type lock 

. Right to left, left to right reading 


“You give two rule efficiency, one rule economy when you recommend 
this new Tufboy.”’ 


APLITH tg yr 
® 


DOES ANY CAULKING JOB 
eliilal €7° Ses 7 tyi7 eee iaees:, 
HEAVY DUTY 


BEAVER 


CAULKING GUN 


Uses cartridge or bulk 
compound even 
light oil 
Sold with o lifetime 
gvoroantee 
Precision made for longer life. Extra 
heavy gouge cylinder. Positive ratchet 
drive. Threaded nozzles —-no bayonet 
joints to come loose 
Sizes 6% list $6.50 
10° list 7.50 
15 list 8.50 


immediate delivery Write for discounts 


WESTERN RESERVE MANUFACTURING CO. 


3718 & 93rd S$? Cleveland 5, Ohio 
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A MESSAGE FROM HARRY WEINER 


4 BIG “NEWS” ITEMS 


That Make a Visit to Booth 71017-1019 at 
Atlantic City a MUST— 


] A NEW built-in “PLUS” 3 NEW NATIONAL PRO- 

* that mokes Generals * MOTION to YOUR 

MORE THAN EVER the CUSTOMERS on YOUR 
BEST BUY today! HOME GROUNDS! 


2. NEW LOWER PRICES 
thot will astonish you 


—DOUBLE your 


A NEW Gereral Mode! 
thots sure to electrify 
SALES you 








Since 1932 


GENERAL SLICING MACHINE CO., Inc. 
WALDEN, NEW YORK 


19, 20-21 
22 


Aladdin industries, inc. 


American Chain & Cable 
Co. 6 


American Grease Stick Co. 108 
Ames Co., O. 34 
Aristo-Mat Co. 

Artwire Creations, Inc. 86 
Atlas Screw & Specialty Co. 106 


Arvin Industries, Inc. 63 


Autoyre Co., The 77 | 


Bakelite Co., Div. of Union 
Carbide & Carbon Corp. 

Ballonoff Meta! Prod. Co. 

Bassick Co., The 

Bethlehem Stee! Co. 


Bommer Spring Hinge Co., 


Inc. 


A. D. 


Butler Inc. 


Cc 


Cal-Doak Co., Inc., The 113 
Capitol Mfg. & Supply Co. 2 
Carlson & Sullivan, Inc. 92 


Champion DeArment Tool 
Co. 33 


Clark Co., The J. R. 79 
Clemson Bros., Inc 78 
Clopay Corp. 31 
Cochran 

Columbian Rope Ce 67 
Corning Glass Works 


Crescent Plastics, Inc. 


Dearborn Stove Co. 90 
Diamond Black Leaf Prods. 93 


Diamond Calk Horseshoe 
Co. 82 


Domes Of Silence 114 


HARDWARE AGE, JULY 7, 


Fuller Tool Co. 


| Genera! 


| General Slicing Mch. Co. 


E & J Enterprises, Inc. 
Everedy Co., The 


Federal Enameling & Stmpg. 
Co. 8 


Federal Tool Corp. 6? 
Fletcher Enamel Co. 
Franklin Glue Co. 


Inc. 


G 
Gardner Wire Co. 108 


Gory Screw & Bolt Div. of 
Pittsburgh Screw & Bolt 
Corp. 35 


Electric Co. Small 
Appliance Div. 7! 


112 
mM. 3 4 


Paeschke & Frey 
59, 6! 


Getty & Co., Inc.., 


Geuder 
Co. 


Goldblatt Tool Co. 
Goulds Pumps, Inc, 
Greenlee Tool Co. 
Gries Reproducer Corp. 
Griffin Mfg. Co. 


H 


Heller & Co., W. C. 
Hemp & Co., Inc. 
Hercules Chemical Co.., 
Hoover Co. 

Hyde Mfg. Co 


Independent Lock Co 


Johnson Co., W. P. 90 


1955 
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K 
Kiein & Sons, Mathias 68 
Kwikset Soles & Service Co. !! 
' 
Lawn-Boy, Div. of Outboard 
Marine & Mfg. Co. 115 
Loma Plastics. Inc 91 
\A 
Marshalltown Trowel Co. 114 
Master Lock Co. 113 
Master Rule Mfg. Co., Inc. 112 
McGill Metal Prods. Co. 106 
McKinney Mfg. Co. 83 
Mechanix Illustrated, Fawcett 
Pub... Inc. 29 
Miller & Co.. Inc.. Robert E. 114 
N 
Notional Hdwe. Show. Inc. 24 
National Mfg. Co. 114) 
New Bedford Cordage Co 76 
Nesco, Inc 87 
© 
Olin Mathieson Chemical Corp. 
Electrical Div. 28 
Arms & Ammo Div 103 
Ox Fibre Brush Co.., Inc. 85 
> 
Porter Mfg. Co 105 
Porter Sweeper Co 65 
Pecora Paint Co., Inc 88 
Peters Cartridge Div 57 
Pittsburgh Plate Glass Co 
Pennvernon Div. 56 
Plasti-Kote. Inc 108 


HARDWARE AGE, JULY 


- 
Rhodes Co., M. H. ch 
Royal Electric Co., Inc 113 
Russell, Burdsal! & Ward Bolt 
& Nut Co 15 
S 
Sharon Bolt & Screw Co 16 
Slaymaker Lock Co. 114 
Snell Div., Parker Mfg. Co... 105 
Spring Load Mfg. Corp. 92 
Stanley Works, The 66 
Star Meta! Prods. Co. 84 
Stor Stainless Screw Co. 108 
Swing-A-Way Mfg. Co. 23 
T 
True Temper Corp. 116 
Turnbuckles, Inc 106 
U 
U-C Lite Mfg. Co. 64 
. 
Vaughan Seed Co 55 
WV 
Warren Too! Corp 32 
Werner Co., Inc., R. D 104 
Western Reserve Mfg. Co 112 
Wilcox Crittenden Div. 113 
Wooster Rubber Co., The 18 
Wrap-On Co 88 
y 
Yale & Towne Mfg. Co 98 
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MASTER PADLOCK EYES ... No. 60 


A quick, secure way to attach a padiock 
easily. Hard-wrought stee! cadmium 
rustproofed. Width 2'/s'"—shactle opening 
¥4"' x Ye"—recessed screw seatings. Each 
pair individually cartoned with 6 screws 

one dozen in display box. 





Retail Order from your wholesaler 


25 pr 


Master Jock Company. Milwaukee 45, Wis 
Worlds Largest Padlock THanufacturers 





1o8 4 
as “oe 


o ~~» 
* Guoerenteed by ~ 
Good Househeeping 


* 
45 covers OS 


the ORIGINAL glass-top fuses 


ROYAL ELECTRIC COMPANY, Inc. * PAWTUCKET * R* 1° 
Manufacturers of WIRE PLUG and CARTRIDGE FUSES 
CORD SETS WIRING DEVICES CHRISTMAS LIGHTING 


QUALITY—VALUE 


GENUINE 


CAL-DAK 





TV TRAYS, LAUNDRY CARTS, LAP TRAYS, 
CLOTHESLINE PROPS, SPECTATOR SEATS, 
REACH-HI STOOLS 


Reading, Pa. @ La Porte, ind. @ Colton, Calif. 














HARDWARE DEALERS FROM 
\ COAST TO COAST 


cp # 
Pe" Z)\2 CO 





a> iepend ipon thre ompiete Wilcox 

rs ~~: 6 ’ , , , 

: }, Sy ~ \ rittendaen rie ' neavy ing shelf 
c -— a Nat iw re I rot forged sMAcKies 

+ res ror : "a cy . " . ’ 
; =" } pe 5 5. nreé ing iimxs 
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rripowuce es thimbles ’ Oo 5. ey e 





bolts and ring bolts are an integra! 
part of every hardware dealer « 
; stock in trade They re all fully 
x ; des ribed im the W Hardware 
—— Catalog IN ent free on request 
WILCOX-CRITTENDEN 
Division North & Judd Manufacturing Co. | 
* 77 SOUTH MAIN STREET, MIDDLETOWN, CONN. | 


o-—— -— ~ 








1i3 





SéEl f WORLD’S FINEST STOVE and 


ALL-PURPOSE UTILITY MATS 
ARISTO-MATS pam 
Greater Volume! Bigger Profits! 


See Your Jobber or Write For Your Nearest Distributor ARISTO-MAT CO., 1718 E. 75th Street, Chicago 49 


Slaymaker’s Solid Brass Line = <A A RE 
Is Setting New Sales Records , , LRP TRICYCLE DISPLAY STAND 


©® Sells More Goods! 


% The only line of solid cost brass weather- © Saves 75% Floor Space! 
proof padlocks still in the medium price All 9 i 


range . . end they have chrome plated EA i) 
shackles “—% al 4 


Here's a sales-maker for you. It’s something 
entirely new in displaying tricycles. This At- 


tractive, mar resistant stand puts tricycles on 
_ & Padlocks are displayed in a self-dispens- the “buying level”. It’s tip-proof, light in weight 
ing counter unit with room im bock for 18 r 


s0xes and well constructed to give added years of 


7 , : 

A tit | | * k b! k . h service Ic 5 simy eto assemble and easy to load. 
- er SM . 7 a ~- . — - S C5 le Y | 2 - : " er ’ ’ . 
you order an SMI7 assortment. beet 4) » As a sales-maker 2 1d space-saver it quickly 

pays for itsell a 
%& Profit repeats itself over and over again. Va List Price — $99.95 delivered 
t The locks are backed by steady national WRITE TODAY for complete informatior 
advertising that stimulates customer interest. 
Jobbers Wante d -~«--» fo mnven 
Order open stock today! 


SLAYMAKER LOCK COMPANY, LANCASTER, PA. 


. D. BUTLER, Inc.. 932 Winchester Road., Lexington, 





MARSHALLTOWN 


MARSHALLTOWN TROWEL COMPANY «+ MARSHALLTOWN, IOWA 





You Make News 


ociieeh eed: ain eines meen What you do is news to thousands of other 
us ‘eieahaociania: ath LAs ds mn RROD, cok een x hardware dealers who read HARDWARE AGE. 
ble-free performance. Natienal Builders’ Herdwore hos : They’re interested in knowing of your plans 
von preference with the trade for proved performance in with 3 to remodel, of new partners, stores sold or 
nding friction and premature wear bought, anniversaries, etc. 

oR r Write us a short note about any of your 
Le ee activities you feel would be of interest to 
others who read the News of the Trade regu- 
Al hardware leader for ouen 50 years! larly in HA. Don’t worry about style. Just 
give us the facts briefly ; we’ll do the rest. Ad- 
| dress your note to the Editor, HARDWARE AGE, 

i sens -asaneee | eee eee Ot. ow Leck 17, Ni. Y. 


NATIONALLY ADVERTISED PIRQOMES or SILENCE = rurniture ctives 


RUBBER CUSHIONED REGULAR 


products ore included in our extensive tine—al! built 

















FURNITURE LEVELER 
One set on a card. One set in a box. Adjustable Com- 


. bincti Level 
12 cards in a box. 12 boxes in a a ai doe : 
Sizes—1'2", 1%”, carton. Sizes — Uneven and Un- ( 


1%”, 1%”. %”. steady Furniture 
SiIZES—1” base, 
4 on card: 1%”, 
2 on card: 142” 
2 on card. 


th 


Drive into wni- 
versal socket or 


5/16” hole 


Hit 


; 








Ask your jobber. if he is not supplied, write 


DOMES of SILENCE Division of ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 











HARDWARE AGE, JULY 7, 1955 














Don’t he misled by “Look-alike” mowers! Only with Lawn-Boy 
can you sell all the features, profit by all the promotion! 













Staggered rront wheels keep Lawn basy Docs it startling a>\ (tt yy } cot) Sotety byarncthe Keeps mndwel af proper 118 
switch and choke Shock oot shut Late from cpr ital Ldoouatole wall giv 
Hiandtk snaps off tor ¢ 


liv? wneVetl lawns 


Boy trol Sc «hip . 

ana (CTT accs Lawn Bov Cris clos otis Powertul Z hy ) lron bik isc Crigitic _ i protection 

at front and = sie C ross-mountea expressiv desig edt = «fol lawn Boy trave} Adjusts to hang up position tol 
engine pe rypyits Crapitbiiie unde low mowers space sad 1D Storage. 

' , 

pushes, Cl 
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See Us at Booth S-1 Lawn, Garden & Light Farm Equipm 





Made ’ Mar v 2 Ys sfactul . y 
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SALES FACTS ABOUT 3 


By stocking only these three rakes, you'll meet 
virtually all the lawn-rake needs of your customers. 
You'll reduce inventory, get faster turnover, 


“*PULL-TYPE”’ 








pare 
DY c= 


“Pull-type”’ rake, True Temper No. DL22 


The Dynamic—world’s finest lawn-rake value. High 
capacity —20"’-wide, 2”-deep raking edge. Weighs 
under 2'% lbs. Straight raking edge and built-in spring 
action make each tooth hug ground without biting 
into roots. Finest spring-steel teeth, long fire-hardened 
ash handle. 


LAWNCOMB 
















































































Lawncomb rake, True Temper No. [C24 


Large-capacity, pull-type rake with 24’’ spread, 60’’ 
handle. An old favorite. Wide flat arc permits all teeth 
to touch the ground with each raking motion. Won't 
injure grass. 24 spring-steel teeth, easily replaceable. 
Select ash handle, fire-hardened. Also in LC18 model 
with 18” width, 52” handle. 


RUE 


POPULAR LAWN RAKES 


make more satisfied customers. Order these rakes 
now from your True Temper wholesaler. True 
Temper Corporation, Cleveland 15, Ohio. 


FAN BRUME 











\\ 


Fan Brume rake, True Temper No. FBR22 


America’s most popular rake. Easy sweeping motion 
picks up smallest litter. Non-clogging. Won't cut roots. 
Width 19”, weight 2 lbs. This 1s a very duradle rake. 
22 spring-steel teeth are heat-treated and tempered. 
316’ ash handle is fire-hardened to seal grain against 
wear and weather. 








EMPER 





The Saturday Evening 


POST 


will create lawn-rake customers for you. 
Have stocks on hand. 


Giant ad blowup for your window 


will stimulate sales. We'll send you 
the blowup free. 


Ad in Aug. 6th 











— 


Full-color display card shows 
DL22 sales features 


Sent free to you to help sell more rakes. 











You Can Look to / for Leadership 


Finest quality in garden, lawn and farm tools - Shovels - Shears - Hammers, hatchets, axes + Fishing tackle - Golf-club shafts 





